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\niform Commissions 


\Desirable, Pink Tells 


Albany Field Club 


ps Companies Should Cocperate 
To Stop Buying Business By 
Excess Payments 


LUB MARKS ANNIVERSARY 


Pver 200 Attend Banquet To 
Celebrate Ouarter Century Of 
Progressive Activity 











Replying indirectly to critics of the 
bodied commission regulation provi- 
ons in the tentative draft of the New 
fork insurance law revision bill, upon 
hich hearings are being conducted in 
lew York City by a joint legislative 
mmittee, Insurance Superintendent 
wis H. Pink defended the theory of 
niformity and unanimity with respect to 
ommission payments to agents and 
rokers when addressing the Albany 
Field Club at its twenty-fifth anniver- 
ary dinner meeting last Friday at the 
Hotel Ten Eyck in Albany. More than 
0) field men, company executives, ad- 
nstment and rating bureau representa- 
ves, Insurance Department officials and 
cal agents attended this affair, which 
ought back to Albany many “gradu- 


tes” of the club. 


Pink on Cooperation 


Superintendent Pink was the principal 
heaker of the evening and he chose for 
he theme of his talk “Cooperation” 
hich he said had brought success and 
fogress to the Albany Field Club dur- 
if its quarter-century of existence. 
ith respect to fire insurance opera- 
ons in this state he told his listeners 
hat 175 companies observe the commis- 
lon regulations of all four rating boards 
f the state while somewhat over forty 
pmpanies observe these rules in part or 
ot at all, most of these latter compa- 
les being members of one or more 
Ating bodies but not of all of them. 

The evil of excess commission pay- 
lents does exist now Superintendent 
ink asserted. It is not at all a new 
roblem as Insurance Department heads 
we struggled with it for decades. The 
uperintendent declared that the com- 
Fties must be impressed with the neces- 
ty for doing all they can to eliminate 
Kcess commissions, which he described 
® being used primarily for the buying 
| business by one company from an- 
ther by offering unjustified payments 
P producers. Companies, he said, can 
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The Sign Of 
GOOD CASUALTY INSURANCE 


U. S. Branch 
1892 


Established 
1869 





LONDON 
Guarantee & Accident Co., Ltd. 


Head Office: 55 Fifth Ave. 
NEW YORK 
+ 
J. M. Haines, United States Manager 

E. W. Lanc, Resident Manager, 90 Maiden Lane, New York 

+ 

WRITES 
Automobile, Boiler, Burglary, Credit, Elevator, Engine, Flywheel, Liability, 

Plate Glass, Compensation and Personal Accident and Health 
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tsualty & Surety... ae 


“A Friend to Man” 


Your skill and zeal prevent the destruction of homes, 
the early death of work-killed mothers, the blasting of 
the lives of children. You give courage to man during 
his battling years, and you spread a soft couch for his 
sunset period. You solve for “*e average man one of his 
most baffling problems, and thereby lighten his heart of 
one of its heaviest cares. You give what nobody else 
can give, and you reach the innermost heart of man by 
serving his protective instinct. 


When the physician has failed, and the clergyman has 
offered his spiritual solace, then comes the life under- 
writer. His office is to prevent despair, to feed, clothe, 
shelter, and educate,—and in death to crown him who had 
gone with a protective victory more complete than living 
he might have won for his family. The life underwriter 
had been to him a “friend of man,” when he met him on 
the great highroad. 





“Let me live by the side of the road. and be a friend 
to man.” 


THE PENN MUTUAL LIFE INSURANCE CO. 
Ww. H. Kinostey, President 


Independence Square PHILADELPHIA 
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Billions In Payments 
Greatest Factor In 
Present Security 














O. Sam Cummings, National Asso- 
ciation President, Says It Ex- 
ceeds Government Spending 


DESTRUCTIVE TENDENCIES 


Would Unite Policyholder Senti- 
ment Against Mounting 
Taxes, Debt and War 








In a time of world insecurity, mount- 
ing taxes and debt that must be liqui- 
dated by this and succeeding genera- 
tions, the remarkable performance of 
the institution of life insurance in alle- 
viating the effects of these forces is a 
notable factor in current economic his- 
tory and the hope of millions of people, 
stated O. Sam Cummings, president of 
the National Association of Life Under- 
writers, in a stirring appeal to unite in 
creating sentiment to counteract all these 
destructive forces including the apparent 
universal drift toward violation of agree- 
ments among peoples. President Cum- 
mings spoke before the Oklahoma City 
Chamber of Commerce. 


Payments Exceed Government Spending 


Comparing life insurance payments 
during recent years—approximately three 
billions annually—to government expen- 
ditures, for all purposes, President Cum- 
mings said: “While the national debt, 
due largely to the various forms of 
public assistance granted, has increased 
by ten and one-half billions of dollars, 
the life insurance companies have paid 
out in benefits, in the ordinary course of 
their business, approximately 50% more 
than the amount of that total increase 
in the public debt.” 

Turning from the material values of 
life insurance, Mr. Cummings emphasized 
its moral and ethical values. “Have you 
ever stopped to think of this? There 
is something moral about life insurance. 
These benefits have been paid to busi- 
nesses, to homes, and to individuals 
where sacrifice had been made thereto- 
fore. They did not dignify shiftiness and 
laziness. Also, they carry no penalty on 
posterity. They do not constitute a 
debt to be redeemed by future genera- 
tions. Out of the savings and sacrifice 
of a nation there has been built a tre- 
mendous trust fund of twenty-five bil- 
lions of dollars, as an endowment, from 
this generation to the next—building to- 
gether what none can sever, bridges 
from man to man.” 


Would Unite Public Sentiment 


Threats against this continued per- 
formance of security for policyholders 
are mounting taxes, public debt and drift 
of world sentiment toward war, stated 
Mr. Cummings, who called upon his au- 
dience as a typical cross-section of the 
American public to appreciate its tre- 


(Continued on Page 14) 
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A WHOLE LIFETIME OF FINANCIAL INDEPENDENCE THAT 
A FATHER CAN INITIATE FOR HIS TEN YEAR OLD SON AT 
THE SURPRISINGLY LOW ANNUAL PREMIUM OF $279.75, 
THIS PREMIUM NEED NEVER BE INCREASED. THE REAL ECO. 
NOMIC VALUE OF THIS SECURITY IS BEYOND ESTIMATION, 














7 HE BOY becomes of age. He graduates from college, say at age 22. For such an occasion there 
will be the tidy sum of $200.00. With that amount judiciously expended (father thinks the next 


generation will know economy) he can do many things. 





HE YOUNG MAN marries, say at age 30. This is an extra special occasion, for in addition to 
the usual wedding vows “Until death do us part” there is an additional stipulation that if he 


dies she will receive $100.00 a month as long as she lives. And now comes a check for $700.00, for 





the honeymoon, furniture, a gift for the bride! 


WO YEARS PASS and now the first born child. For this great event and all that goes with it, 
and the usual expenses and celebration and opening the first bank account, comes a check for 


$300.00. 





py 
oy R814 


HREE YEARS MORE and then another. Just as great an occasion. Just as much fuss. About 
as much expense. Another bank account. Another celebration. Another check for $300.00. 





HE MAN BECOMES 65. A check for $500.00 to adjust himself to retirement, and then $120.00 
a month as long as he or his wife lives (guaranteed), or if he is not so wise, a cash settlement of 
$20,000.00! All this he has received for no more than the annual premium of only $279.75. No 


sound thinking father will pass up this opportunity, or part of it at least, to materially secure the 





future of his son. 


These figures are based on the insurability of the son, upon present premium rates, dividend scale, 
and rates of interest. Where round figures are used there is an additional amount actually paid. 











MASSACHUSETTS MUTUAL LIFE INSURANCE COMPANY 


LLOYD PATTERSON 


GENERAL AGENT 
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The “speechless” sales congress of the 
Life Underwriters Association of New 
York City was an interesting experi- 
ment. Held at the Hotel Pennsylvania 
on Thursday of last week, it attracted a 
good crowd, proved highly entertaining, 
and from the constructive, educational 
angle still packed a punch. 

Summing it all up, Vincent B. Coffin, 
vice-president and superintendent of 
agencies, Connecticut Mutual Life, as 
fnal speaker on the program, pointed 
to the balance of ideas which were pre- 
sented and drew the conclusion: “Our 
objective should be to make ourselves 
well-rounded life underwriters.” Among 
general statements Mr. Coffin said: 
The day brought out these points: 
Methods must change but not too rap- 
idly. An attractive personality can be 
combined with seriousness of purpose. 
It is necessary to seek constantly to 
improve knowledge. Each agent must 
stick to his own type of job. We must 
be prepared for objections but must not 
take them too seriously because most of 
the answers are plain common sense. 
One thing that will bring success is that 
we want it so badly we are willing to 
pay the price to get it. 

Entertainment highlight of the day was 
the skit, “Life Underwriting on Trial,” 
featuring Leon Gilbert Simon of the 
Equitable Society as district attorney. 
Some of the testimony given is printed 
in part elsewhere on this page. Melvin 
H. Leonard, National Life of Vermont, 
was defense attorney; Lester Einstein, 
Mutual Benefit, assistant district attor- 
ney; Frank J. Mulligan, Prudential, clerk 
of the court. Judges were William H. 
Beers, New England Mutual; Harry F. 
Gray, Connecticut Mutual, and Rudolph 
Recht, Northwestern Mutual. 

Says Use System That Works For You 
Both sides of the debate on the One 
Call Sale vs. the Multiple Call Sale were 
well presented and convincingly, leaving 
the adherents of each system still secure 
in their belief that their way is best. 
As A. Gustav Steiner, Aetna Life, final 
speaker in the debate, pointed out: 
“Both systems are good if you work 
them. The more successful plan is the 
one that fits you and helps you to be a 
better underwriter.” Griffin M. Lovelace, 
vice-president, New York Life, presided 
as chairman of the debate. 

Eric J. Wilson, Penn Mutual, and A. 
Edward Anderson, Mutual Benefit, lead 
off speakers for the opposing sides, pre- 
sented some strong arguments which 
were well supported by their teammates. 
Mr. Wilson; Milton Herzberg, Equitable 
Society, and Louis Fink, Connecticut 
Mutual, supported the one interview 
sal. Mr, Anderson, Mr. Steiner and 
Jules Anzel, Continental American, de- 
fended the multiple-call system. 

Pening his remarks Mr. Wilson stat- 
e his objection to the term “package 
sale.” He said: 

‘Tn my opinion a One Call man is not 
a ‘package sale’ man because the One 
Call System can be just as intelligently 
used in the selling of life insurance as it 
should be sold as in the case of the 
’ ultiple Call system. In our office 70% 
of business sold is placed under option- 
al settlements and tied to a specific pro- 
gram and you can hardly call that pack- 
age selling. Everyone is trained to at 
fast attempt to get action in the very 
rst interview. 














br hy the term ‘package sale’ was ever 
A Ought up I cannot understand, I think 
! Slves the members of our business the 


i H e 
a aaa that certain of us are merely 


7 Ing policies instead of ideas and if 
Y of our prospects were to pick up an 


insurance magazine and read about a 
‘package sale’ they would wonder what 
on earth we were up to. I, for one, 
wish that editors, and in fact anyone who 
writes about insurance, would eliminate 
iy very unprofessional term complete- 
y. 
One Call Group Believes in Action 

Some points in favor of the One Call 
system were these: Insurance is to give 
protection and obviously protection to- 
day is better than protection tomorrow. 

If a life underwriter is fully cognizant 
of his responsibilities he must agree that 
the very first thing to be done when try- 
ing to sell a prospect is to find out if 
the man is eligible for insurance and see 
that he gets the protection, which is 
available, as soon as possible. Support- 
ers of the One Call system said: 

The only way to do this is to analyze 
the prospect’s needs at the first inter- 
view, decide on a plan of action, and 
then do something about it immediately. 
The average case is not very large, nor 
is the problem a complicated one. The 
average man either wants insurance to 
provide an income for his family in case 
of his death, or to provide himself with 
an income if he lives. It is possible he 
wants a combination of both. 

It isn’t always possible to have an ap- 
plication signed and receive a check in 


the first interview, but at least one 
should try to arrange for an immediate 
examination and speed up the entire 
transaction. We must get action. If 
we are reluctant to do so much in so 
short a time, it must be because we 
don’t understand the principles of insur- 
ance; don’t appreciate our responsibili- 
ties; don’t care whether we waste time 
or not; we are afraid of the prospect. 

As good life insurance men we pride 
ourselves on two things. We give pro- 
tection and we give service. Selling is 
service. Selling gives protection. Hold- 
ing polite conversations and saying, “I’ll 
be back two or three times more,” is not 
selling. It is easier to get action at the 
first interview when your ideas are fresh 
to a prospect than it is after three or 
four interviews when your news becomes 
stale and therefore uninspiring. 


Favor Multiple Call Plan 


Opening their defense on the basis that 
they are in the business for two funda- 
mental reasons—to make a living and to 
serve their policyholders to the best of 
their ability—those supporting the Mul- 
tiple Call system presented these argu- 
ments: 

Through the multiple call and prepara- 
tion of a program it is possible to pre- 
sent to the prospect a simple plan that 


Agents Quizzed on Methods in 
“Trial of Life Underwriting” 


Testimony given in the “trial of life 
underwriting” conducted as a feature of 
the New York City Sales Congress on 
November 18 is reported here in part. 
District attorney was Leon Gilbert Si- 
mon, Equitable Society. Assistant dis- 
trict attorney was Lester Einstein, Mu- 
tual Benefit, and Melvin H. Leonard, 
National Life of Vermont, attorney for 
the defense. Judges were William H. 
Beers, New England Mutual; Harry F. 
Gray, Connecticut Mutual, and Rudolph 
Recht, Northwestern Mutual. First wit- 
ness called by Frank J. Mulligan, Pru- 
dential, clerk of the court, was Hubert 
Davis of the Union Central. 





Gets Referred Prospects 


Hubert Davis, Union Central 

Mr. Simon: You began in this busi- 
ness about how long ago? 

A. Thirteen years ago. 

Q. Did you have a great many con- 
tacts before you came into the business? 

A. About fifty contacts. 

Q. Did you use any special method 
when you first started to sell? 

A. Not at first. I developed them as 
I went along. 

Q. Did rate of improvement depend 
on your change of method? 

A. Yee 

Q. Why? : 

A. Based on experience and I would 
say in the main experience in handling 
people although, of course, my knowledge 
of life insurance has greatly improved 
and I have been able to forget a great 
many of the experiments I used in the 
first year or two of my work. I talked 
life instead of talking life insurance. 

Q. In other words you improved your 
methods through increased knowledge of 
life insurance? 

To a great extent, yes. 


Mr. Einstein took the witness. Ass’t 


D. A.: I think the jury would be inter- 
ested in one question. You stated that 
when you came to the life insurance bus- 
iness you knew about fifty people? 

A. Yes. 

Q. During your years in the business 
how many have you actually sold? 

A. Several hundred. 

Q. Do you ask your prospects for 
leads? 

A. It is my main method of securing 
new prospects, 

Would you give the jury the actu- 
al result ? 

In the main perhaps I had better 
elaborate a little. I work through large 
organizations with a great many suc- 
cessful employes in the same building. 
After I have sold one man I would call 
attention to another man I had seen on 
my way in. If I noticed in the adjoin- 
ing office there was a very fine looking 
sort of man, the type I would like to 
have as a client, I would get as many 
particulars as possible and ask if it would 
be possible to meet him on a favorable 
basis. Invariably I would get such an 
introduction. 


Associates With Young Men 


Morris C. Tuttle, New England Mutual 

Simon: How long have you been en- 
gaging in the sale of life insurance. 

Tuttle: Five years. 

Simon: What was your training before 
entering life insurance ? 

Tuttle: Public accounting work and ac- 
countant, 

Simon: Would you say that any pre- 
vious experience a man or woman may 
have had in other forms of occupation 
can be successfully used in this work? 

Tuttle: Yes. 

Simon: Do you read books to keep 
posted ? 

Tuttle: Some reading and attend meet- 

(Continued on Page 12) 
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he can understand, which shows him 
where he stands, what he has already 
done and what he has left to do. 

In order to do a real job for our client 
we must determine his ambitions, his 
needs, his holdings, his earnings. By 
getting that information quickly in the 
first interview and then getting out of 
the office it is possible to call on many 
prospects and to do our “home work” 
in our own office. On the second call 
we are in position to present an intelli- 
gent and complete picture. 

Following that system, at no time have 
we been just another insurance salesman, 
we have become an assistant buyer of 
insurance, helping our prospect to solve 
his problem, If we take time to un- 
cover all the prospect’s needs and to 
find a solution to his problem, we have 
made a client for life and closed the 
door on other salesmen. 


Demonstration of Underwriting 

Marshall Cleaves, assistant supervisor 
of applications, Home Life of New York, 
gave a practical demonstration of home 
office underwriting, showing why one 
case is accepted and a second rejected 
when on the surface the facts seem the 
same. A point he brought out is that 
the accepted case was from an agent 
who was known in the home office, 
known conscientiously to give the com- 
pany good business, and consistently to 
give the facts as they are. Concluding 
his demonstration Mr. Cleaves said: “If 
I have shown that our decisions are 
based partly on established fact, that 
the home office underwriter is a reason- 
able person, uses common sense and is 
at least 50% human, then I am extremely 
happy.” 

Answers to Objections Get a Laugh 

Lawrence Simon, Massachusetts Mu- 
tual, did a capable job in conducting the 
session on answers to objections. Mr. 
Simon raised the objection and picked 
some one from the audience to give the 
answer. Two answers that got a laugh 
were these to the objection, “I have a 
friend in the business”: 

“That’s right, Mr. Prospect, you have 
a good friend in the business and here 
I am.” 

And this one: “It may be bigamy to 
have two wives but it’s not bigamy to 
have two insurance agents.” 

Assisting Mr. Simon on the platform 
were Herster Barres, Northwestern Mu- 
tual; Hubert Davis, Union Central, and 
Daniel Friedman, Prudential. 


Three Languages for Expression 

Prof. Hubert Greaves of Yale Uni- 
versity, appearing before a New York 
sales congress for the second time, dem- 
onstrated again that there is a language 
of tone and of action as well as of words. 
Of fundamental importance to the life 
underwriter, he said, is the clarity and 
simplicity of verbal expression that he 
uses in selling life insurance. 

In addition to that, Prof. Greaves dem- 
onstrated the importance of bodily ac- 
tion and tone of voice as a language con- 
veying a definite impression to the pros- 
pect of the life underwriter, 

Others who took part in the program 
were Marshall Montgomery. radio artist, 
and Kenneth Anderson, Provident Mu- 
tual. Percy A. Peyser, Massachusetts 
Mutual, was chairman of the congress. 
Arthur V. Youngman, Mutual Benefit, 
president of the association, opened the 
meeting. 

At the dinner in the evening most 
of the discussion centered around selling 
life insurance to women. 
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Michigan Sales Congress and 
Some Sidelights on Detroit 


The sales congress of the Michigan 
general agents and managers, sponsored 
by the Michigan State Association of 
Life Underwriters and the Associated 
Life General Agents and Managers of 
Detroit, held at the Fort Shelby Hotel 
in Detroit, November 18, was a well- 
run affair. It struck a new note for oc- 
casions of this sort as there was little 
said about recruiting or picking men by 
chart analysis. 

Detroit has an able collection of gen- 
eral agents and managers who are as 
well housed as any group to be found 
anywhere. Opportunity was offered to 
insurance companies to get a number of 
beautiful modernistic, air-conditioned of- 
fices in a bank building and several of 
the companies moved there. Paneled 
walls make a number of the general 
agency or managerial offices unusually 
attractive to visitors. 

Detroit Offers Many Opportunities 

In view of the industrial importance 
of the city production executives in home 
offices throughout the country always 
keep an eye on the new appointees for 
Detroit because they know it is a spot 
demanding a high order of managerial 
talent. 

Many of the managers and general 
agents in Detroit made good in some 
other town before being transferred 
there. George E. Lackey, who came to 
nation-wide prominence in insurance 
while general agent in Oklahoma City, is 
a case to point. Latest shifting of man- 
agers was the assignment to Detroit 
from Buffalo of Jay L. Lee—famous 
“Biff” Lee of football. 

Detroit offers great opportunities for 
men of resource and ability. No city in 
the country has greater contrasts—the 
millionaire motor car and equipment peo- 
ple with their high-salaried assistants, 
and the workmen out of a job when the 
big industries start laying people off. 

Diplomacy Essential 

Furthermore, there is no place in the 
country where the relations between 
capital and labor are more sharply de- 
fined. And those relations at the pres- 
ent time are at high tension. It is a 
city, too, where politics is constantly in- 
terjected into conversation. For some 
years it was impossible tc have a sus- 
tained conversation in Detroit without 
mentioning Ford’s name. Then a big 
topic of conversation was the radio talks 
of Father Coughlin. For scme time the 
man most discussed is Governor Murphy, 
at one time mayor of Detroit. For a 
time he could not have been elected dog- 
catcher if the electorate consisted of 
motor car executives because of the hate 
he unloosed by the weak position he took 
when the sit-down strikes first made 
their appearance. Now he is giving evi- 
dence of having more backbone, 

Thus, it will be seen that a Detroit 
life insurance general agent or manager, 
together with his street sales force, need 
exercise a considerable amount of diplo- 
macy among other talents. It isn’t easy 
for an agent to go into a prospects of- 
fice to sell him $50,000 of insurance and 
sit on a non-partisanship throne while 
the man he is interviewing is tossing 
barbs at Murphy or Martin, the labor 
leader, or Lewis of the C.I.O. because 
the next stop of the agent may be in a 
plant talking to a workman whose views 
are just the opposite to those of the 
man called upon previously. If the agent 
doesn’t watch his step he may forget he 
is an insurance man and transform him- 
self into a politician and when that hap- 
pens his views are apt to have a wider 
currency than he would welcome and his 
usefulness as an agent is impaired. 


No Discussion of Labor or Politics 
At Sales Congress 
Anyway, at the Detroit sales congress 
there was not even a hint that labor 


By Clarence Axman 





trouble was in the air. No one men- 
tioned Roosevelt’s name or Murphy’s 
name or that of Lewis or Green. George 
E. Lackey was strictly business in his 
introductions and in his comments. 

Principal speakers were Hugh A. Mc- 
Allister, director of training of the 
Chrysler Sales Corporation; Sheldon F. 
Muter, Metropolitan Life, Kitchener, 
Ont., who is president of the Canadian 
Association of Life Underwriters; Phillip 
B. Hobbs, Equitable Society, Chicago, 
chairman of the National Association of 
Life Underwriters’ general agents and 
managers’ section; and Paul Speicher, 
managing editor of Insurance R.&R. 
Service. 

Hugh A. McAllister has been a trainer 
of automobile salesmen for years, and his 
talk was largely an argument for better 
teaching management, drilling men to 
understand and appreciate what they are 
selling, supervision which supervises. 
The slogan of the salesman should b 
“Help the Buyer to Buy”. He does not 
think that it is necessary to be a born 
salesman in order to sell because the 
number of persons having that flair is 
strictly limited. He does think salesmen 
can be made, but they must have equip- 
ment from the company as well as tie 
knowledge they pick up by themselves 
or learn at headquarters. Education is 
constant assimilation. There is no such 
thing as an educated man in the real 
meaning of education because while one 
may have knowledge, the situations 
where application of knowledge is neces- 
sary are constantly changing. There- 
fore, a salesman should be ever a stu- 
dent of his business, his product, his 
clients, because life insurance is a life 
work. 

It will be interesting to insurance men 
to know that among the books mentioned 
by McAllister which greatly impressed 
him was the one Charles P. Rogge of 
New York wrote on approach, and the 
Vash Young book, “A Fortune to Share”. 


Hobbs and Muter Talk 

Phillip B. Hobbs made an interesting 
presentation of meetings in general 
agency and managerial offices. If they 
are too routine, cut and dried, naturally 
interest in them will fade, but Mr. 
Hobbs could see no reason why they 
should be colorless or monotonously fol- 
low a beaten track. When the family 
meets in the office every interesting case 
can be and should be placed under re- 
view with the actors in the business 
drama telling how they won and why 
they lost. 

F. Sheldon Muter, president of the 
Canadian Association of Life Under- 
writers, had as his topic “Planning for 
1938”. Improved work plans he grouped 
under three main headings: reorganizing 
the agent’s work to give him more time 
in which to prospect and sell; provide 
him with a better organized system of 
prospecting; increasing his sales effi- 
ciency through the use of organized sales 
talks developed by the company. He 
told of a group of agents originating 
and developing a time study card so that 
they could see for themselves how they 
utilized their time. In making use of 
fact finding time control card the agent 
must be shown that he has everything 
to gain and nothing to lose, that its 
value depends upon the accuracy with 
which it is kept. 

Paul Speicher’s talk was based on the 
number of problems which life insurance 
solves. 

Congress Chairmen 

The following were the chairmen of 
the Michigan General Agents and Man- 
agers’ Congress: George E. Lackey, 
Massachusetts Mutual, general’ chair- 
man; Charles E. Purdy, Canada Life, and 
president Associated Life reneral 
Agents and Managers of Detroit, récep- 
tion committee; Abner A. Heald, Bank- 








Chicago Girl Awarded 
National Ass’n Prize 


HER LETTER JUDGED FINEST 
Plans to Use Award From National As- 
sociation of Life Underwriters to 
Further Her Studies 





A. E. McKeough, president, Chicago 
Association of Life Underwriters, last 
week awarded to Joan W. Augustus, a 
15-year-old student at Chicago’s Hyde 
Park High School, the first prize of $200 
in the nation-wide high school letter 
writing contest sponsored by the Na- 
tional Association of Life Underwriters. 
Names of other winners announced by 
W. Rankin Furey of Pittsburgh, national 
chairman, were reported in last week’s 
The Eastern Underwriter. 

Joan W. Augustus is the daughter of 
Mr. and Mrs. Joseph Augustus of 1411 
West 54th Place, Chicago. Her father is 
a Chicago lawyer. She is a Girl Scout 


and one of the editors on the Hyde Park 


Joan W. Augustus, winner of national 
letter contest, with Francis G. Bray, Chi- 
cago chairman, center, and A, E. Mc- 
Keough, president, Chicago Association. 


Annual. An excellent student in science 
and English, she wants to become a med- 
ical doctor. It is her present idea to 
use the award to further her college 
studies. 

Francis G. Bray, supervisor, Thur- 
man agency, New England Mutual, was 
chairman of the Chicago committee for 
the letter contest. He was assisted by 
Miss Lorraine Sinton, sales promotion 
manager, Paul W. Cook agency, Mutual 
Benefit Life. 

The letter writing contest—The Roll 
Call of American Youth—was an educa- 
tional movement sponsored by the Na- 
tional Association of Life Underwriters. 
More than 1,200 high schools submitted 
approximately 100,000 letters for prelim- 
inary judging in the contest for cash 
awards totaling $1,525. One hundred and 
seventy-five local life underwriters’ as- 
sociations submitted entries for the final 
national competition. 


Judges of Letter Writing Contest 


National board of judges for the con- 
test included these men: Dr. S. S. Hueb- 





ers of Iowa, program; Floyd E. McCart- 
ney, Equitable Society, registration; Seth 
W.. Ryan, Penn Mutual, attendance. 

They were assisted by John Morrow, 
Prudential, Ann Arbor; Thomas C. Mor- 
gan, Equitable Society, Battle Creek: P. 
J. Mamer, Equitable Society, Benton 
Harbor; Jack M. Rabinovich, Northwest- 
ern Mutual, Flint; Earle J. Engle, Mu- 
tual Life, Jackson; H. Loree Harvey, 
Equitable Society, Kalamazoo; Paul 
Kantz, Equitable Society, Pontiac; Har- 
vey C. Beeson, Equitable of Iowa, Sagi- 
naw; Merritt Mason, Northwestern 
Mutual, Toledo; J. A. Sinnott, Montreal 
Life, Windsor, Ont. 
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Letter Which Won First 


Prize in National Contes 
The letter written by Joan W. Augu:. 
tus of Chicago, which won first prix 
in the nation-wide high school letter 
writing contest sponsored by the Ne 
tional Association of Life Underwriters 
is given here in full: 
“IT am not a father—yet the welfare 
and education of sons and daughter 
everywhere are my great concern, 

“I am not a husband—but the securit) 
and happiness of all wives are under m 
protection. 

“I am the prudent and faithful friend 
of the widow, the orphan, the disabled 
and the aged. 

“I provide security and contentment 
for the old man and make his old age 
serene and bright. 

“I give the young man courage ani 
enable him to take advantage of his op- 
portunities. I give him an_ optimist 
outlook, a sense of security and heb 
him to maintain his self-respect. 

“[ have taken an active part in the 
economic and social life of the nation 
My resources have helped the farm, the 
factory and the railroad. I have helped 
to build and sustain America. 

“I have been tested by time. Other 
institutions pass, but I remain. Neither 
prosperity, nor calamity, nor depressid 
have made me break faith with thos 
who trusted me nor made me violate the 
trust reposed in me. ; 

“The wise man knows me and we 
comes me. I ask for little—I give muci 
in return. I give freedom—freedom from 
care—freedom from a heavy heart—fret: 
dom from financial failure. 

“He who places his faith in me shal 
never want, 


“I AM LIFE INSURANCE!” 





ner, professor of insurance, Wharton 
School of Finance and Commerce, Un 
versity of Pennsylvania, chairman; Jom 
Marshall Holcombe, Jr., manager, Lit 
Insurance Sales Research Bureau; Leroy 
A. Lincoln, president, Metropolitan Lite; 
John T. Madden, dean, School of Con 
merce, Accounts and Finance, New York 
University; Theodore M. Riehle, past 
president, National Association of Litt 
Underwriters. 

Local Chicago judges were these: Dr. 
Walter Dill Scott, president, Northwest 
ern University; Rev. Michael J. O'Cor: 
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nell, president, De Paul University; 
H. Spencer, dean, School of Busines 
University of Chicago; Henry T. Chant 
berlain, dean, School of Commerce, LF 
ola University; Roy L. Davis, Assistat! 
Director of Insurance, State of Illino® 
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» Head Supervisory 
Branch for Home Life 

OHN WALSH GOES TO CHICAGO 

«sant Superintendent of Agencies to 


Have Large Area in Mid-West; 
Office Opens January 1 





The Home Life of New York will 
establish a supervisory branch in Chicago 
on January 1 to be headed by John F. 
Walsh, assistant superintendent of agen- 
es. According to the announcement 
made by the company today Mr. Walsh 











JOHN WALSH 


will remove to Chicago on January 1. 
Under the expansion plan, he will direct 
agency operations for agencies located 
in the North Central, Mississippi Valley 
and Rocky Mountain areas. The office 
will be located at 1 La Salle Street, 
where the central collection office of the 
company is also located. 

Mr. Walsh, who is 32, is one of the 
younger agency men in the business, and 
has behind him a twelve-year record of 
experience. He attended Christian 
Brothers Academy and the Albany Law 
School He came with the Home Life 
in 1930 as a supervisor in New York 
City, and later was advanced to the 
position of field assistant in the home 
ifice, in which position he eided gen- 
tral agents of the company in recruiting, 
raining and joint sales work. A little 
more than a year ago he was made 
assistant superintendent of agencies. In 
transferring him to Chicago with a 
broader range of responsibility, the com- 
pany emphasized again the distinction 
of its plan of advancing men from its 
wn ranks, 


Agents Present $37,000,000 


On Brainard’s Anniversary 
On the fifteenth anniversary of Mor- 
san B. Brainard as president of the 
Aetna Life, November 16, agents of the 
company presented him with 5,907 ap- 
plications for $37,000,000 new life insur- 
ance. This production from the period 
between November 1 and 15 was larg- 
‘st volume obtained in any two weeks 
t the company in several years. In 
iddition agents gave President Brainard 
‘plications for accident and health in- 
‘urance carrying $45,000 of premiums. 


Holcombe Tells of Plans 


For Survey on Recruiting 
he November meeting of the Boston 
ife Underwriters Association on No- 
vember 15 gave President Manuel Camps, 
a opportunity to present John Mar- 
al Holcombe, Jr., manager Life In- 
a Sales Research Bureau, in a 
wee address on “1938 and Beyond.” 
ue address brought out a record gath- 
oo He told of plans to conduct a 
- ty of recruiting methods of several 

standing general agencies in various 


sont the country to determine rea- 








or turnover: frequencies. 
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‘THE STOCK MARKET DOESN'T BOTHER ME” 


“The Stock Market doesn’t bother me,” writes one of 
our successful younger New York agents. “Over in the 
Wall Street district a lot of people who have never seen 
a ticker or owned a share of stock get jittery the mo- 
ment the market takes a nose-dive. 


“I used to worry about that but now when stocks go 
off I keep out of Wall Street and do my selling to people 
who are better able to listen. It works every time! 


“The direct mail is still pulling excellent repliers, even 
though the stock market is shooting off fireworks. Iam 
sending two applications to the Home Office under 
separate cover, one for $5,000 and one for $8,000, both 
on repliers. 


“It looks to me as if this is going to be the best year I 
have ever had. I thought you would like to know that 
for whatever it may be worth to people in other ter- 
ritories.” 


PROVIDENT MUTUAL 


Lire INSURANCE COMPANY OF PHILADELPHIA 
Pennsylvania @ Founded 1865 

















Ralph Sanborn Made 
Associate Gen’] Agent 


WITH PAUL C. SANBORN AGENCY 
Accociated With Brother for Many 
Years, Ralph Sanborn Is Author 
and Owner of Rare Books 


Ralph Sanborn, widely known as a suc- 
cessful producer, speaker and author, has 
been appointed associate general agent 
in the Sanborn agency, Connecticut Mu- 
tual, Boston of which his brother, Paul 
C. Sanborn, who is equally well known, 














RALPH SANBORN 


is general agent. Paul Sanborn becam« 
general agent for the Connecticut Mu- 
tual in 1932. With the agency since its 
inception, Ralph Sanborn has devoted 
most of his attention to sales promotional 
work and has contributed frequent arti- 
cles to insurance publications. 

Born in Melrose, Mass., Ralph Sanborn 
attended Cambridge schools before en- 
tering Dartmouth College from which he 
was graduated in 1917. He had his first 
experience in life insurance during his 
senior year at Dartmouth when he was 
appointed a class insurance officer for 
the solicitation of endowment funds for 
the college. 

During the war he served as a lieu- 
tenant with the regular army infantry 
and did special duty with the Expedition- 
ary Forces as a zone major, Upon re 
ceiving his discharge in 1919 he entered 
the home office of a mutual liability 
company in Boston and _ subsequently 
had a short experience as an automobile 
salesman. 

Made Specialty of Business Insurance 

In the Fall of 1922, he joined the Paul 
Clark agency, John Hancock, Boston, 
where he remained as an agent and su- 
pervisor until 1926 when he accepted a 
partnership in the Anderson agency, 
State Mutual, New York City. In 1930 
he returned to Boston and was affiliated 
with the Clark & Sanborn agency until 
that partnership was dissolved in 1932 
and Paul Sanborn accepted the general 
agency of the Connecticut Mutual 

As a personal producer, Ralph Sar 


born specialized on the solicitation of 
business life insurance and averaged more 
than $500,000 annually during his nit 

years in the field. He has spoken at va 


rious association and agency, ectings 
on the subject of his specialty and was 
the author of “Business Life Insurance” 
the first comprehensive text on that sub 
ject, which was published in 1927 
Collects Books, Writes Column 
An ardent and active collector of mod- 
ern first editions, he has assembled one 
of the most complete collections of the 
works of Eugene O’Neill from which 
book he derived. the material used in his 
compilation of the first O’Neill bibliogra- 
(Continued on Page 8) 
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R. Leighton Foster, K. C.— 


General Counsel of Canadian Life Insurance Officers Associa- 
tion at Height of Brilliant Career; Became Internationally 
Known as Ontario Insurance Superintendent; Versatile and 


Polished, He Has Interesting Philosophy on Life 


By Spencer Welton, Peripatetic Vice-President 


Frequently leading insurance men are 
described as being nationally known. 
This is about one who is internationally 
known. 

Leighton Foster is his name. You 
know him; everybody in the insurance 
world does—or, at least, knows of him. 

Robert Leighton Foster, K. C., to give 
him his full and proper name, is now 
in the private practice of law in Toronto, 
devoting most of his time to his respon- 
sibilities as general counsel for the Ca- 
nadian Life Insurance Officers Associa- 
tion. The Life Officers Association cor- 
responds to the Association of Life In- 
surance Presidents. Every company 
transacting life insurance in Canada— 
Canadian, United States, British and for- 
eign—including those which have with- 
drawn but still have business in force 
there, approximately forty-five compan- 
ies belong and have belonged for forty- 
odd years to the association. The im- 
portance of the job as general counsel 
can, therefore, be well understood. 

Before that he was Superintendent of 
Insurance for the Province of Ontario 
and in that office impressed himself upon 
the consciousness of U. S. A. insurance 
leaders as a young man of great ability 
and greater promise. 

A Nice Balance of Dignity 

In attendance at regular conventions 
of our National Association of Insurance 
Commissioners he revealed himself to 
be sineularly engaging in manner, pre- 
serving always a nice balance of dignitv 
and comradery, a man who, though 
quickly on his feet. snoke forcefully and 
incisively, but exhibiting always the 
deference comparative youth may appro- 
priately pav to seniors who are, in a 
sense, also hosts. 

Not that there is anv intent to nicture 
Leighton Foster as juvenile. On the 
contrarv. he has just reached the forties 
and is the head of an adequate and in- 
teresting family to which he pridefully 
refers on any occasion he can contrive 
to make seem appropriate. 

Those conventioneers who have met 
Mrs. Foster find that enthusiasm pre- 
fectly comprehensible. 

Leichton Foster was born on a farm 
near Simcoe. Ontario, on the shores of 
Take Erie. His parents were both United 
Emnire Lovalists. by which is meant 
settlers in New Encland who were loval 
to the British kine at the time of the 
Revolution and who, rather than pnar- 
ticinate in that Revolution, migrated to 
British Canada. When he was two years 
old the family moved to Toronto and 
there the hov attended varionslv Uni- 
versity of Toronto schools. McMaster 
Tiniversitv, Oseood Hall. Toronto, and 
Emmanuel Collece, Cambridge. England. 

At a time when vouths of his age 
were ordinarily intent upon such athletic 
pursuits as attracted them most, Leich- 
ton Foster was plaving a bigger game. 

War Service From 1915 to 1919 

At the age of nineteen he enlisted 
in the Canadian Expeditionary Force 
and served as lieutenant in the Signal 
Corps from 1915 to 1919. When the war 
ended he returned to Toronto and in 
1920 engaged in the general practice of 
law under the firm name of Foster, 
Lester & Russell. 

As early as 1924 his qualifications had 
become so generally recognized that he 
was appointed Superintendent of Insur- 
ance for Ontario, being the youngest 
Superintendent ever appointed in the 
Dominion and in which capacity he 
served with distinction until 1935. 

At that time, being just under forty, 
he characteristically announced a deci- 
sion to retire from the office he had held 


for eleven years, giving as his reason his 
belief that unless a man intends to make 
civil service his life work. he should 
change to his preferred field of en- 
deavor before he is forty. 

Mr. Foster then entered private prac- 
tice, specializing in insurance law and 
including acting as general counsel for 
the Canadian Life Insurance Officers 
Association, beginning in 1935 and con- 
tinuing presumably for a long time to 
come, That association consists of about 
forty-five companies, and Mr. Foster’s 
appointment to the post he now holds 
added still greater distinction to a career 
already conspicuously successful. 

Made King’s Counsel in 1933 

It was both an appropriate and happy 
circumstance that the announcement that 
he had been created King’s Counsel 
should have come to him early in June, 
1933, while he was in attendance at the 
commissioners’ convention being held at 
the Edgewater Beach Hotel in Chicago, 
surrounded by many friends both in the 
personnel of the convention proper and 
among the many chief executives from 
all over the country brought together 
by their common interests. The an- 
nouncement was made in formal fashion 
during the regular session of the con- 
vention and was received with tumultu- 
ous applause. 

For the uninitiate it may be said that 
in Canada members of the bar with a 
minimum of ten years’ standing, who 
have particularly distinguished them- 
selves in their profession or who have 





R. LEIGHTON FOSTER 


held high public office, are appointed 
by the King, upon the recommendation 
of the Provincial Prime Minister and 
his Cabinet, as “King’s Counsel,” and 
thereafter are entitled to plead within, 
rather than without, the bar (the wood- 
en railing) in court, and to be addressed 
as a c~ 

While superintendent of insurance, 
Mr. Foster was a staunch supporter of 
Provincial rights. Conflicts of legisla- 
tion, Dominion and Provincial, reached 
the courts on several occasions and Mr. 
Foster, as a member of the bar, was 
always in the forefront of the argument. 


Chose the Law Deliberately 


In 1931 an appeal in one of the cases 
was taken to the Judicial Committee of 
the Privy Council in London, England, 
the final court of appeal in the British 
Empire, and Mr. Foster donned white 
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a 
wig and gown and argued the Case oi 
the Provinces before the law lords s 
Whitehall on that occasion. The »" 
was won and the contentions ta 
Provinces were sustained. _ 

Leighton Foster chose the law del; 
erately, and would do so again te 
were to go back and start over. Alw : 
he would elect to devote at leas ce 
portion of his time to insurance lay ie 
cause he finds it of absorbing inte * 
and also because he likes the people " 
gaged in it, - 

is recommendation to a yoyno wm. 
starting in the business is, bane 
degree, preferably with later opportunin 
to act as secretary to an important ra, 
pany executive. He prefers life ingy, 
ance because he is essentially of and 
Canada, and Canada domiciles the heaf 
offices of many large companies, j 

Interrogated as to the advice he woul! 
give a young man starting a busing 
career, he makes the typical rejoinder: 
“Tell him to remember that he is on) 
as good as other people think he ie” 
And the interesting thing about thy 
statement is that he really means it: hy 
he forgot to add that the Foster metho; 
is to give other people plenty of soy 
basis for believing him very good jy. 
deed. : 

Leighton Foster has, as a matter ¢ 
course, various club and fraternal affili. 
tions. He is a member of the Nation 
Club, the Rosedale Golf Club, the Gray. 
ite Club, the Delta Phi Fraternity, th 
Canadian Military Institute, and th 
United Church of Canada. 

In 1921 Mr. Foster married Miss Rit 
Middleton Bristol, born in Ottawa, oj 
the United Empire Loyalist stock. He 
father, J. R. K. Bristol, at one time con- 
missioner of customs for Canada, is noy 
tariff counsel of the Canadian Man. 
facturers Association. 

Three children have come to enlive 
the Foster household—Allison Bristol 
14 years; Robert Leighton, Jr., 10 year; 
and John Milton, 5 years. 

Mrs, Foster’s Charm 

Those who have attended commission. 
ers’ conventions and happily have me 
Mrs. Foster know of the charm and dig 
nity and serenity of thought and «& 
pression which make her a helpmeet be 
yond presiding over a household ani 
bringing three fine youngsters into the 
arena of mature life. Leighton Foste 
has the happiness of knowing that m 
matter what honors may come to him 
in the future, Mrs. Foster is endowed by 
nature and by inheritance to grace his 
home and be welcomed for herself in 
any circle in which more exalted station 
may require him to move. 

To attempt an adequate estimate of 
Leighton Foster in a brief biographical 
sketch is manifestly impossible, His at- 
complishments, his achievements, his 
personality and his habits of mind and 
body cannot be described or appreciated 
within the restricted limits of the space 
available at the moment. 

Here, however, is a brief summing 1): 

Leighton Foster has the logical mar’ 
abhorrence of superficialities, and no to: 
erance for those who attempt to sub 
stitute glibness for precise knowledge. 

His utterances are dependable because 
they relate to matters upon which le 
has thoroughly informed himself and 4 
phase of insurance law with which lt 
is not familiar constitutes a challenge 
to immediate research. 

He knows what he knows because be 
has taken the trouble to ascertain the 
facts and their relation to the problem 
being considered, but he makes no show 
of erudition. 

He is a pundit but no pedant. ; 

There is nothing complicated about his 
method of arriving at conclusions, 4 
no indirection in his statements. 

He reasons from cause to effect, 
from effect back to cause with almost 
mathematical exactitude and he_ state 
his findings simply and unaffectedly. 

He certainly is much advantaged 
his profound interest in people and ther 
motivations. ; 

Each person he meets reflects a 0 
light on the business of living. 

He wants to know where they com 








(Continued on Page 10) 
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Clocklike Regularity 


One of our policyholders writes, “It seems hardly a year ago 
that I began receiving my monthly income from the Massa- 
chusetts Mutual! It has given me deep satisfaction to know 
that checks would come with clocklike regularity. Yesterday, 
when the latest payment came, bearing with it also interest 
for the year, I was even more grateful for life insurance. I 


wish more people knew and understood its significance.” 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Bertrand J. Perry, President 
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IDEAS that CLICK 
By Paul Troth 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it ts principally an idea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 
writer in this column from time to time. 


No. 8 


Get the prospect to admit that he likes 
what you're selling; then close the case. 
John F. Dolan of the Alfred G. Correll 
agency, New England Mutual, Brooklyn, 
N. Y., does business just about that way. 
His whole idea is to get a confirmation 


I think you've got something here! 


from his prospect and then to get action. 
After he has explained his proposition, 
he’s pretty apt to say: “You like that 
don’t you?” 

When he gets his prospect to agree that 
the idea is good, then he says in a quiet 
conversational tone: “Mr. Prospect, since 
you think it’s a good plan, is there any 
reason why we shouldn’t start it for you 
right away?” Or this: “Well then, let’s 
have you examined to see if you can get 
such a plan.” 

Mr. Dolan started with the New England 
in Brooklyn seven years ago. He paid for 
$300,000 his first year and has made the 
company convention every year since then. 

Making an indirect sale to a young man 
the other day. Mr. Dolan explained the 
features of the contract to him, got his 
interest, then asked: “Is four dollars a 
week a lot to save?” It was. “How 
much do you think a young man should 
be able to save?” His mother wanted him 
to put $2 in the bank every week; his 
mother was a widow. “Under a plan like 
this,” said Mr. Dolan, “you can still save 
$2 every week for yourself and at the same 
time provide $5,000 protection for your 
mother if anything should happen to you. 
You'd like to do that for your mother, 
wouldn’t you?” The boy had to agree with 
that one. 

Talking to an older man to whom he 
had previously sold a $15,000 retirement 
contract, Mr. Dolan closed an additional 
$10,000. Pointing out that a man has to 
make a present sacrifice for anything that 
he wants in the future, Mr. Dolan asked: 
“Mr. Prospect, are any of your other secur- 
ities or investments guaranteed?” The 
older man did have a large investment in 
stocks and he was interested. “Other secur 
ities fluctuate,” Mr. Dolan said, “but if my 
company says it will pay you $100, you'll 
get $100. That’s a good investment isn’t 
it?” The prospect admitted it is. 

Giving his method to others, Mr. Dolan 
says: Get the prospect to like you first, 
then to like what you're selling. Present 
something concrete. Get him to admit that 
his present insurance and what you hope 
to sell him is good. 








Hubert Greaves to Conduct 
Public Speaking Course Here 


The Life Underwriters Association of 
New York City has announced that Hu- 
bert Greaves, professor of public speak- 
ing at Yale University, has been secured 
to conduct the course in public speaking 
in New York City starting December 8. 
Charles E. Bartlett, manager, Metropoli- 
tant Life, chairman of the course, an- 
nounced arrangements at the sales con- 
gress last week. Prof. Greaves has twice 
been on programs of New York sales 
congresses and each time has made a hit. 

Lectures will be held on fifteen con- 
secutive Wednesdays starting December 
8, 1937 and excepting December 22 and 
29. Plans are being made to divide the 
course in two groups, one meeting from 
4 to 6 o'clock, the other from 7 to 9 
P. M. Fee for the course is thirty dol- 
lars. Registrations will be limited. 





Tarrant Chicago Branch 
Manager of Canada Life 


Effective November 15 Berrien Tar- 
rant was appointed branch manager 
Canada Life in Chicago. He entered life 
insurance in 1932 with the Connecticut 
General, was in personal production for 
one and a half years until 1933 when he 
was appointed assistant manager with 
that company. He is author of the book 
“Recruiting” published by the Diamond 
Life Bulletin and recently completed a 
year as secretary and treasurer, Life 
Agency Supervisors Club of Chicago. 


National Life, Vermont, 


To Keep Dividend Scale 


President Elbert S. Brigham National 
Life, Vermont, announces that the com- 
pany will continue during 1938 the pay- 
ment of dividends on all forms of life 
insurance and annual premium retire- 
ment annuities on the same scale as in 
1937. The company has been enjoying a 
year of good business and will close with 
a substantial gain in amount in force. 





SUNSET LIFE LAUNCHED 





Company Starts in Seattle With William 
A. Eastman Board Chairman, James 
P. Neal President 


Sunset Life Insurance Co. was launched 


officially in Seattle November 5. Wil- 
liam A. Eastman is chairman of the 
board and James P. Neal president. 
Offices for King County have been 
opened in the White Building. The 
county is divided into fifteen districts 


each with a board director. 

L. A. Muessel is vice-president in 
charge of the Seattle office, Ruby Rob- 
erts office manager, E. W. Scott treas- 
urer, A. B. Burt secretary and Robert 
D. Williams general counsel. 





WHITSITT HAS FLU ATTACK 

Vincent P. Whitsitt, manager and gen- 
eral counsel of the Association of Life 
Insurance Presidents, has been confined 
to his home with an attack of influenza 
but is now convalescing satisfactorily and 
is expected to be on hand next week 
when the association holds its annual 
meeting at the Waldorf. 





How quickly would the loss of you 
and your income leave your wife 
without money to meet the bills? 

As your widow, how long could 
your wife afford a pleasant home? 
..- Could she afford school 
expenses for your children? . . . 


could she afford to be your 
widow? 

“Yes” is the answer if 
you adopt our Family 
Income Plan that assures 
money every month to 


provides funds for the om 








your family and also Every bashend shesld face the years of your life. Send 
fact bis wife and children 
mast live, even if be dies... 


BankKeErRS Lire ComPpANY 
DES MOINES 
A Mutual Legal Reserve Life Insurance Company ¢ Established 1879 





FREE PLAN...SEND COUPON /,4 


Bankers Lite Compeny Des Moines lows 
Please vend me you Double Duty Deller Plan 


education of your children. 

And the dollars placed under this 
plan do double duty, because they 
also guarantee to you a Monthly 
Income for Life if you live to retire- 
ment age...so that you can afford 
to enjoy your retirement years. 

Write for our illus- 
trated brochure with 
complete details of this 
plan. You may learn 
something that will 
affect all the rest of the 





the coupon. 






















Reproduction of our advertisement ap- 
pearing in the December issue of Better 
Homes and Gardens. 








ae 
Wm. J. Graham Guest 
At Meeting in Bost 


J. D. E. JONES TOASTMASTR 





Some 400 Leaders of Equitable 5,,; 
At Luncheon to Meet Agency 
Vice-President 





More than 400 managers and agent 
of the Equitable Society gathered in Bo. 
ton November 19 to honor the first - 
cial visit to that section of Agency Vice. 
President William J. Graham. The gran 
ballroom of the Copley Plaza was Hy 
gaged for the meeting under chairmay. 
ship of J. D. E. Jones. Representatives 
from all the New England general ages. 
cies attended with their fieldmen, Wi. 
liam J. Cummings of the Edward | 
Woods Co., Pittsburgh, which is the con, 
pany’s largest general agency, was r 
guest of honor and shared the speaker: 
program with Fitzhugh Traylor, Bp. 
ton. All managers were seated with 
honor guests and Equitable leaders x 
the head table, the Equitable leaders hy. 
ing one from each Boston agency wh 
led in October in the tribute to Presiden; 
Thomas I. Parkinson. 

Mr. Cummings reported on the result 
of Loyalty Day, November 16, a on 
day selling effort conducted in the eas. 
ern department as a tribute to th 
agency vice-president. The Boston man. 
agers host group headed by Generd 
Agent Jones included managers Fitzhugh 
Traylor, A. J. Farnsworth, W. L. Dow- 
ing and W. J. Carter. 

New England managers outside Bo: 
ton who attended this all-New England 
meeting included Fred C. Rozelle with 
fifteen agents from Portland, Me; 
Clarke L. Richards, twenty agent, 
Springfield, Mass.; C, W. Mercer, eigh- 
teen agents, New Haven, Conn.; J. D.E 
Jones, Jr., twelve agents, Providence 
R. I., while other managers _attendel 
from New York and Philadelphia. 


LANE AGENCY TO MOVE 


Offices Headed by Mervin L. Lane Wil 

Be Located at 60 John Street After 

December 15 

The Lane Agency, which for the firs 
nineteen years of its existence was 
downtown New York City, and which 
since 1925 has been in the midtown set- 
tor, will move its offices back to the 
insurance district on December 15. New 
offices will be on the fourteenth floor 
at 60 John Street, New York City. 

Mervin L. Lane, who operates the 
agency, states the reason for the move 
is due to the growth of the casual 
and fire business of the agency. Mor 
ing the office closer to companies with 
which they do business will add to the 
efficiency of the set-up. Life busines 
is cleared through the org Be Gray 
agency, Connecticut Mutual, Woolwort 
Building, which will also be nearer 10 
the downtown office. é, 

Associated with the Lane Agency * 
Abraham I, Weisbard, who first joie! 
the agency under the late Louis Lat 
in 1925. James M. McCartney, instr 
ance broker, with the Lane Agency sine: 
1929, will also move with the agency. 





Ralph Sanborn 


(Continued from Page 5) 


phy that was published by Random 
House in 1931. For several years afte 
his return from New York City, his ™ 
terest in the theater which was dere! 
from collegiate associations promptt’ 
him to act as a free-lance dramatic crt’ 
on the staff of the Boston Eves 
Transcript under the supervision of 
famous H. T. P. (Henry T. Parker). 

In addition he has also developed # 
photographic hobby to the point whet 





Novembe 


= 








his prints are frequently found in Pl" 
lications or on the walls of photograp™ 
salons. He is an active member in 
ous associations and clubs of vocatiom 
avocational and social nature. 
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LIFE INSURANCE 
QUESTION BOX 


a 


Q. At what early age can a person qual- 
ify for an Equitable policy? 
A. At one year of age, under the new 
Juvenile Policy. This is an example of the 
increasing usefulness of life insurance. 
Q. What Equitable policy is especially 
made for the person who cannot decide 
what kind of policy he wants? 
A. The Convertible Policy. After you 
start with this policy you have several years 
in which to decide which of five types of 
policy you wish to continue. Ask an Equi- 
table agent for details. 

. . . 
Q. Is The Equitable a Stock Company? 
A. No. It is a mutual organization operated 
entirely for the benefit of its policyholders. 
Q. What indication is there that life in- 
surance is becoming more popular? 


A. There is four times as much in force 


now as 20 years ago. 


The Equitable welcomes questions concerning 
life insurance. Your note to ‘‘The Equitable 
Counselor’’ at 393 Seventh Ave., New York, 
N. Y., will receive prompt attention by mail. 


a 


- + Kyvery Father a Giant - - 





One of the great qualities of life insurance is that it multiplies a 


man’s ability to protect his family. The husband and father who THE EQUITABLE 


puts a few hundred dollars a year into insurance at once sets up a aahas ia 
potential fund of several thousands—more than he might save in LIFE ASSURANCE 
a life-time. His own power becomes magnified to that of a giant. SECURITY — PEACE OF MIND 
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Inform Prospect What 
Policy Will Cost Wife 


GRAY CRACKS SOME HARD NUTS 





Presents Convincing Selling Arguments 
To Audience of Philadelphia Life 


Underwriters 





Not using ideas for fear they won’t 


work is the difference between success 
and failure in selling life insurance, Al- 
bert E. N. Gray, assistant secretary 
Prudential, told the Philadelphia Asso- 
ciation of Life Underwriters Novem- 
ber 15. Mr. Gray asserted that the 


secret of success is not worth much to 
the man who still hasn’t learned to stop 
failing. He told of an agent in Pitts- 


burgh who was asked how much a 
$2,000 policy would cost. " 
“Tt will cost your wife $8,000," was 


the answer. 

“How come?” 

“Well, your wife can’t get along with 
less than $10,000. If you give her $2,000, 
she’ll have to provide the other $8,000.” 

Gray went on to say that “We are 
living in a get-it-now-and-pay-for-it-later 
age, and we are selling a pay-for-it-now- 
and-get-it-later commodity. We must 
measure each day’s success by what we 
have done that day for which we will 
get appreciation years later.” 

Getting back to the “tough” prospect, 
Gray remarked: “When the prospect 
does everything to ridicule and dis- 
courage you, did it ever occur to you 
that he is all wrong and is satisfied 
with himself? The thing to do is to 
make him dissatisfied; to show him how 
little he is. The best way to make a 
prospect want to be different is to make 
him ashamed of himself as he is now. 

“A doctor said to our agent: ‘Well, 
I’m not going to do anything about it 


now. But, if it'll make you feel any 
better, you’re a good salesman.’ Replied 
the agent: ‘I appreciate that. It takes 


a good salesman to sell life insurance 
but it takes a good husband to buy it.’ 

“Then, there was the agent in Miami 
who heard this: ‘Listen, that’s all very 
nice. My wife had a job before we were 
married and she can get another one 
when I die. I promised to take care of 
her until “death do us part.” When I 
die, I’m through. Besides, I won’t be 
here and I won’t know what happens 
to her,’ 

“Said the agent: ‘If anybody but you 
told me that, I’d call him a liar. 
If I won’t believe it from anyone else, 
I certainly won’t believe it from you.’” 

Gray told of the prospect who re- 
marked to the agent, “You seem to 
know all the answers. All right, then 
answer this one—how am I going to 
pay for it?” To which the agent an- 
swered, “Listen, my problem is to pro- 
vide for my family by selling life in- 
surance. Your problem is to provide 
for your family by buying it. If you 
don’t buy life insurance from me, some 
one else will. So my family is provided 
for. If you don’t buy life insurance for 
your family, no one else will. You 
dumped your problem in my lap but 
I’m dumping it right back into yours.” 

Gray remarked that some agents con- 
tend that they can’t use the emotional 
appeal and, besides, the prospect doesn’t 
like to hear about death. “Your pros- 
pect uses the emotional appeal to get 
rid of you,” he said. “It works most of 
the time, too. If it’s good enough for 
him to use, then why not use it on him?” 

Asking how to overcome fear, Gray 
answered the question by asserting that 
courage was nothing but the ability to 
overcome fear. “Fear is overcome by 
the willingness to overcome love of ap- 
preciation and importance for the greater 
love of things we hope to accomplish.” 


EXCELSIOR LIFE CHANGES 

Excelsior Life announces appointment 
of Leon A. Brown, Ltd., Winnipeg, as 
general agent for that city. Howard J. 
Crofts has been made branch manager 
in Hamilton. In recent years he has 
established a good record as a manager 
in western Ontario, 


R. Leighton Foster 


(Continued from Page 6) 

from, what they do and why, if they like 
doing it, and if not, why not, what they 
mean to do in the future and what rea- 
sonable expectation they have of suc- 
cess at it. That isn’t idle curiosity nor 
impertinence: it’s a genuine desire to 
find in each individual something to like; 
it’s a candid manifestation of a truly 
gregarious impulse. 


Has Newspaper Man’s Acquisitiveness 


Take Leighton Foster to a brilliant 
social function in New York and a half 
hour later you will find that the host 
has him in the library listening to his 
(the host’s) theories of politics, finance 
or trout fishing. 

Go with Leighton Foster to Province- 
town on Cape Cod and he will interview 
a fisherman, a garage mechanic and a 
landscape painter before you have in- 
formed yourself that it was here that 
the Mayflower first landed the Pilgrims 
and not at Plymouth Rock, and those 
citizens will let him leave with obvious 
reluctance on their part. 

Introduce him to a playwriter and a 
director of a summer stock company and 
in no time at all they will have him back 
stage explaining every detail of the me- 
chanics of play production. 

None of these people are conscious of 
having their minds explored; all expand 
visibly under the process, and none are 
being deliberately exploited. 

Leighton Foster just wants—genuinely 
wants—to know all about them, and he 
has the “common touch” which makes it 
easy for him to win instant liking and 


confidence. So his acquaintances are le- 
gion, his friends more numerous than 
the average man ever possesses; they 
are scattered in a half-dozen countries 
and exist in all stations of life. 


Foster Mind Never on Dead Center 


His avocations and professional life 
are almost unilateral. He likes to play 
golf on occasion, but preferably with 
attorneys and insurance men. 

He has an appreciation of art, but a 
greater interest in and admiration for a 
comprehensive law library; he has a 
social sense, but prefers to give it ex- 
pression at an insurance or law asso- 
ciation convention where new viewpoints 
are revealed and conclusions examined. 

The Foster mind is never on dead 
center. If it isn’t occupied with consid- 
eration of people, it is directed at the 
written expression of the thought of 
others, but rarely, if ever, at the purely 
imaginative or academic type of liter- 
ature. 

Facts are the meat upon which his 
intellect feeds, 

Leighton Foster is, as might be ex- 
pected, a forceful and poised public 
speaker. His bearing is assured, but not 
aggressive; his diction that of Cam- 
bridge, his delivery incisive. 

He approaches formal public utterance 
with none of the trepidation which dis- 
mays the average speaker because he 
has always the confidence born of com- 
plete mastery of the topic he elects to 
discuss. His responses to impromptu in- 
troductions are deft and at moments 
lightened with a restrained whimsicality 
which suggests that his spectacles have 
revealed much he could treat in quizzical 
vein if he chose. 

He is an anomaly in the sense that 
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Back of the Mutual Benefit man stands a home 
office with a proved ability to cooperate in the draft- 
ing of even minute details of an individual life plan. 
| Back of him also stands a record of stability and fair 


dealing—a record of sound protection and liberal 


more liberal than any insurance law required. Of 
its own volition the Mutual Benefit pioneered the 
Principle of Retroaction, which extends so far as 
possible all new benefits to old policies, making 


them in effect as modern as the newest. 
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writer, 94 Fulton St., New York 











although forthright he is never obvioy 
and succeeding contacts with him lea 
invariably to the feeling that what k 
leaves unsaid would be interesting 
diverting or both if he could be inducei 
to utter it. 

That implication of discretion makes 
him the reluctant even though depené. 
able repository of an astonishing nu: 
ber and variety of confidences, yearning 
and state secrets. 

He is steadfast as a friend and cow 
teously remote in his contact with thos 
whose integrity he has had reason tt 
doubt or whose motives seem to hin 
ulterior. A sound cause or a worthy bu 
perhaps needy acquaintance is alway 
assured not only of his sympathetic in- 
terest but of his active support. 

His British ancestry, Canadian natiy- 
ity and American associations have 
fluxed into the composite whole of : 
modern gentleman, kindly of natur, 
generous of impulse, honest of intention 
and deed and free from affectation. 

To conjecture what the future holds 
for him would be to invade the realm 
of pure speculation, but whatever he a 
complishes will in a general sense be the 
culmination of a definite plan conceive 
long before in his orderly mind. His ob 
jectives are always clear to himself ani 
his achievements never fortuitous—ani 
in these two sentences may be found: 
very sound “design for living.” 


Mersfelder’s Deer Dinner 
Also to Mark Anniversaty 


The annual deer dinner given by L.¢ 
Mersfelder, state manager Kansas Ci 
Life in Oklahoma, will assume new sit 
nificance this year as it marks the silve 
anniversary of his connection with th 
company. The event is scheduled for No- 
vember 26 at the Oklahoma & Universit) 
Club, Oklahoma City, and will be # 
tended by more than 150 guests, including 
the entire agency and office force and thei 
wives, and a group of home office rept 
sentatives from Kansas City. For sever 
years Mr. Mersfelder has gone to the 
Rockies in New Mexico to get his dees 
for the annual venison dinner. This ye# 
his kill was a 200 pound buck. 0. 5# 
Cummings, president National Associati® 
will be guest of honor and speaker of ts 
occasion. Among the home office offical 
who expect to attend are President D. 
Torrens, Executive Vice-President W. » 
Bixby, Vice-President J. F. Barr, Actual 
J. A. Budding and Dix Teachenor, 
sas City, million dollar producer for ® 
company. 


JERSEY MEMBERSHIP RISES | 
The Life Underwriters Association © 
Northern New Jersey received thirty 
four applications for membership at ® 
meeting November 1. 
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Agents Quizzed At 
N. Y. Sales Congress 


(Continued from Page 3) 


ings where I also get ideas which I can 
I keep associating with younger 


pass on. 

men, 25 or 30, and attend meetings of 
younger men. I am constantly looking 
for new prospects. 

Simon: Your formula then is one of 
growing up with prospects. Roger B. 
Hull once said: “Build up as we go along 
and in terms of experience acquire new 
experiences of worth while nature.” 


What do you say, Mr. Tuttle, when your 
prospective buyer says he is not inter- 
ested ? 

Tuttle: My defense is, can you get it? 
In other words, may I have the doctors 
come in tomorrow? 

Simon: Do you believe it might be 
good to suggest that prospect cannot 
lose interest in something with which 
he is not thoroughly acquainted ? 

Tuttle: I suggest that he find out first 
if he is insurable and lose interest after- 
ward, 

Simon: What do you say when pros- 
pect says see me next year? 

Tuttle: Next year you don’t 
whether you can get insurance. 
ro ahead now. 

Simon: Do you believe that in your 
sales the appeal to man’s emotion is nec- 
essary or is appeal to intellect more im- 
portant? 

\.I believe it is necessary and what I 
stress is retirement income. I stress re- 
tirement income and sell Ordinary life. 


know 
Let’s 


Sells to Girls and Women 


Miss Pauline Messer, Mutual Life, N. Y. 


Simon: Are you truly engaged in the 
selling of life insurance? 

Messer: I don’t know what you mean. 
Of course I am. 

Simon: How long have you been in 
this business ? 

Messer: One year. 

Simon: Would you say your enthusi- 
asm for the business has been the basis 
of your success? 

Messer: That sounds conceited. You 
have to live it and think it and believe 
in it wholly before you are capable of 
expressing great enthusiasm. 

Simon: Do you solicit life insurance 
among ladies solely or among gentle- 
menfr 

Messer: A lot among girls and women. 
As I am also a working girl their prob- 
lems are mine and I can feel for them. 
Do you want to know the kind I pre- 
fer most? 

Simon: Absolutely. 

Messer: I don’t like men of 40 on 
who are married and have children. I 
still have to get emphatic with people 
like that. You'll laugh, of course, but 
I am interested in men starting out in 
life, 35 to 40, who are not married. 

Simon: In solving problems of young 
ladies whom you visit and sell insurance 
do you make an analysis of their present 
situation or do you just sell them an 
additional policy ? 

Messer: Well, I try to find out as 
much as I can about them first because 
they’re usually people who have been re- 
ferred to me by their friends. I think 
you have to have some sense of what a 
person is like before you see them. 

Simon: You have quite a bit of infor- 
mation in advance? 

Messer: As much as I can get. 

Simon: Do you sell mostly life insur- 
ance or annuities? 

Messer: I can’t say mostly of either 
because annuities fit in exactly in girls’ 
pictures almost entirely. 


Simon: What do you sell to men 
mostly ? 
Messer: Of course the young man 


wants something that is coming back to 
him. He is selfish. He doesn’t look 
ahead unmarried, 

Simon: You have not experienced dif- 
ficulty in seeing young men? Do you 
realize the advantage you have in this 
business in regard to attractiveness and 


























BERKSHIRE LIFE INSURANCE CO. of PITTSFIELD, MASS. 








personality? In making the prospect 
willing to talk to you? 

Messer: On the other hand, I want 
them to take me seriously. I want them 
to think I am clever and know my busi- 
ness. That is my most difficult problem. 





Got Prospects by Telephone 
Charles H. Simon, Penn Mutual 

Simon: How long have you been in 
this business ? 

A. Several years. 

Q. Do you think that the methods 
you used last year were greatly im- 
proved, better than your first year? If 
so, why? 

A. I think my improvement was due 
to experience, improved selling and im- 
proved prospecting. 

Do you believe decreased physical 
effort increases success ? 

A. No. 

Q. Do you ever appeal emotionally? 

A. Yes. 

Q. Do you ever appeal to them purely 
on an intellectual basis? 

. No. 

Q. You believe emotional, selling the 

best form of selling? 


A. Yes. . 

Mr. Einstein: The witness is not a 
native of New York? 

A. No 


Einstein: When you came to the city 
your job was to build up a list of pros- 
pect. What method did you use? 

A. Telephone. 

Q. Most of your first interviews were 
then telephone interviews? Do you use 
a definite organized sales approach? 

A. Yes. 


WOODWARD and FONDILLER, Inc. 


@ Consulting Actuaries @ 


90 John Street, New York 
Telephone Beekman 3-6799 
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Admits Untried Fields 
Charles Eckel, Equitable Society 


Simon: How long have you been in 
the business? 

Five years, 

Q. How did you get in the business? 

A. I just wandered in. 

Q. What do you say to a prospect 
who says I have a friend in the busi- 
ness? 

A. I usually say I expected that and 
that I have never approached any one 
who did not have friends or relatives in 
the business. 

Do you ask him to place his con- 
fidence in your ability to make proper 
analysis of his problem? 

A. That is the purpose of my call. 

Q. Do you sell any form of insurance 
other than family protection, inheritance 
trust, business, etc.? 

Tax insurance sometimes. 

Q. Have you sold many business in- 
surance cases or business trusts? 

No sir. 

Q. Have you a dislike for it? 

A. Absolutely not. 

Q. Why don’t you sell some insur- 
ance of that type or haven’t you tried? 

I haven’t tried very hard. 

Q. Wasn’t it true that you didn’t sell 
life insurance until you tried? 

That is true. 

Q. Isn’t it possible if you try hard 
you may sell some of these other forms? 
I thoroughly agree with you. 

Q. Do you believe that a man should 
specialize on any form of life insurance, 
tax inheritance, package insurance, etc? 
You would not prescribe a formula? 

A. No. 


HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
litem " 

Kansas City 















Omaha 


Observes Change in Method, 


Diederich H. Ward, Union Centra] 


Q. How long have you been jp th 
business ? : 

A. Twenty-six years. 

Q. Any difference in methods fro 
twenty-six years ago and today? 

A. To a greater extent the life y 
derwriter must know his business tods, 
than then. 4 

Simon: Now that you have had tye, 
ty-six years of extensive experience whe 
would you say to underwriters today 
improve their system? What shoul 
they do regarding improved Prospecting 
improved understanding of insurance. ap) 
methods of closing cases under presen, 
conditions? Have you any set formyl,’ 

A. None. 

Q. Do you think it is a matter g 
experience and that each person's a 
perience must drive them to new meth. 
ods? 

A. I do. Persons with certain cha. 
acteristics can get along with certaiy 
people with more success than with oth. 
ers. When I started I tried cold cap. 
vass, the hardest and best, and foun 
that in the early ’20’s I could get aloy 
better with men 50 or over. I foun 
I got best results out of them. As fz 
as prospecting goes I followed a hit o 
miss plan. No system. See people an 
find the man in the market for life 
insurance. All I had to sell was $50) 
$6,000 or $10,000. The story was simply 
try to see as many people as possible 
As developments occurred and time 
changed it was up to me to adjust mys¢l 
to changing conditions. Instead of s¢ll. 
ing $5,000 I started to sell income in. 
surance, Used emotional appeal more or 
less. I don’t sell business insurance, | 
believe I am not fitted for it. I can tak 
about education of youngsters, If | 
talk about tax questions, I am not 2 
my best. I am not built along tax line 

Q. Is it true that most problems ar 
difficult if we don’t go into them thor 
oughly ? 

A. True. 


Finds C.L.U. Helpful 


Ben Salinger, Mutual Benefit 
Simon: You have a degree, have yo 
not! 
A. C.L.U,, if that’s what you mean. | 
have others, too. 
QO. Have you ever found that the d- 
gree has helped sell more life insurance! 
A, Ten 
Q. Has it established your prestige 
with new clients? 

A. I’m quite sure it has. ' 

Q. Has it led you to new types 0 
policyholders ? 

A. It has helped considerably in get 
tine prospects. 

. Do you think that because a 
agent has a C.L.U. degree he should at 
out all his knowledge before the pros 
pect ? 

A. I don’t think C.L.U. or any other 
degree indicates that a man has cof 
plete knowledge of insurance or aij 
other business. j 

Q. Knowledge like civilization is # 
ever occurring process but we nevi! 
quite arrive, Isn’t that so? 

Your statement is very well put 

Q. One of the essentials of trainin 
is to know what to say and when 
say it? ; 

Salinger: And when to stop talking 

Q. You have sold some forms of ta 
insurance, business trusts, in the past? 

To some extent. ; 

Q. Isn’t it true that you can interes! 
a prospect talking about business af 
taxes rather than policies? , 

A. The best way to interest the pro 
pect is by talking about what he ® 
interested in. 








———_ a 





Consulting Actuaries 


Woodward, Ryan, 





Sharp & Davis 


90 JOHN STREET, NEW YORK 
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Agents Write $25,476,689 In 
Conn. Mutual Campaign 


With a final record week of $7,941,873 
of life insurance production, the Con- 
necticut Mutual field climaxed the com- 
anys “Tenth Decade Inaugural Cam- 
with 101.9% of objective. The 
campaign lasted from October 4 to No- 
yember 12 and the production during 
this six weeks’ period amounted to $25,- 
476,689, twice the amount written during 
the corresponding period last year when 
production was $12,736,849. 

Forty-three out of the company’s sev- 
enty general agencies achieved 100% or 
more of their objective. Five of these 
agencies received 200% or more of their 
objective, being led by the Caleb W. 
Baldwin agency, Seattle, which turned in 
4 final percentage of 244.8%. A , 

The various agencies were divided into 
seven groups, each group under the lead- 
ership of a home office official. The 
croup of agencies headed by Medical 
Director Charles B. Piper achieved the 
createst percentage of objective with 
128%. The runner-up group was headed 
by Vice-President Peter M. Fraser and 
achieved 122.1% of objective. 


paign” 





Great-West Life Scale 
Of Dividends Continued 


The Great-West Life announces that 
its liberal scale of dividends to policy- 
holders prevailing in 1937 will be con- 
tinued into 1938. In most cases this 
will mean that because of the policy 
duration being one year longer, the divi- 
dend allotments to individual policies 
will be somewhat larger than the allot- 
ments at the last anniversary dates. The 
rate of interest to be allowed on accu- 
mulative dividend funds and on proceeds 
of policies, both withdrawable and non- 
withdrawable, will be 334%, effective 
January 1, 1938. 


Supervisors Hear Gay 
At Meeting in Boston 


OPPORTUNITIES POINTED OUT 


Direct and Indirect Responsibilities 
Explained and Success Qualifica- 
tions Listed 








A particularly successful meeting of 
the Boston Life Insurance Supervisors 
Club was held November 15 when Clyde 
F. Gay, general agent Aetna Life, at 
Boston, talked on “How to Bait a Fish 
Hook.” He likened life insurance to 
an unfinished job such as the great 
pyramid used symbolically on United 
States money. Life insurance opportu- 
nities challenge the pioneering instincts 
to push its pyramid toward completion. 

Individual opportunities of supervisors 
were pointed out. They were urged to 
think in terms of what general agents 
and companies want from them in 
agency management, and find out what 
phases of company management the su- 
pervisor is held directly responsible for 
and in which other phases he is expected 
to be indirectly helpful. The speaker 
quoted Owen D. Young, who said: “Un- 
derstand the other fellow’s mind and 
viewpoint and you need never worry 
about your own success.” 

Mr, Gay urged supervisors to use the 
Life Insurance Sales Research Bureau’s 
chart, “A Birdeye’s View of Managing 
an Agency,” for personal charting and 
checking of supervisory work, and he 
listed a few general and specific qualifi- 
cations. 





YATES SPEAKER IN OMAHA 

John W. Yates, California general 
agent Massachusetts Mutual, was guest 
speaker at the meeting of the Omaha 
Life Underwriters Association November 
15. He also participated in the round 
table dinner discussion of the Nebraska 
Life Agency Managers Association. 
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THE Prick [AG OF SUCCESS 


Agency Manager at Peoria 





A. N. ALLEN 


A. N. Allen took charge of the Peoria, 
Ill., agency of the Bankers Life Novem- 
ber 1 following a year and a half as su- 
pervisor of its St. Louis agency. Mr. 
Allen began his life insurance career in 
the company’s Quincy agency in 1934. 
He is a graduate of the company’s dis- 
trict as well as advanced sales training 
schools and has made a fine record both 
in selling and organization work. Be- 
fore joining the Bankers Life, he was 
for more than six years director of pub- 
lic relations at Culver-Stockton College, 
Canton, Mo., from which he was gradu- 
ated in 1926. 





INSURANCE IN IDAHO 


The total Ordinary life insurance in 
force in Idaho at the end of 1936 was 
$201,403,008. 


Arthur F. Hall Sees 
New, Broader Market 


STATEMENT BASED ON SURVEY 





More People Working for Salaries and 
Wages; Population Growing in 
Towns and Cities 





A new and broader market for life 
insurance has sprung up during the pres- 
ent century, Arthur F. Hall, president, 
Lincoln National Life, told field men of 
the company in a recent bulletin. He 
based his statement on a survey just 
completed by the company, This survey 
disclosed that more Americans now work 
for salaries and wages than ever be- 
fore. “These people are dependent pri- 
marily on money rather than other eco- 
nomic goods and consequently they form 
a new and broader market for life in- 
surance, Mr. Hall pointed out. 

According to the survey, the popula- 
tion of the United States increased 62% 
during the first three decades of the 
present century. At the same time, the 
number of people living in places of 
2,500 or over increased 76%, while those 
living in cities of 100,000 and over in- 
creased 145%. 

“For this enlarging group of people 
who work for salaries and wages, life in- 
surance affords the most practical means 
of protecting the money income of the 
family head,” said Mr. Hall. 





CHICAGO LIFE INSURANCE SALES 

Sales of Ordinary insurance for Octo- 
ber in Chicago amounted to $32,006,000, 
according to A. E. McKeough, president 
Chicago Association of Life Under- 
writers. 





HERCULES LIFE MOVES OFFICE 

The Hercules Life has removed its 
home office from 925 South Homan Ave- 
nue to 20 North Wacker Drive, Chicago. 
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The price tag of success is high. It calls for work, vision, 
initiative and perseverance. To men with these qualities and 
a record of $100,000 of paid-for personal production last year, 
a residence in either Pennsylvania, Delaware, New Jersey, 
Rhode Island or Maryland and the feeling that there is no 
further opportunity for growth in their present connection— 
we have an offer and the chance of a lifetime. 


The Bankers National Life Insurance Company is giving men 
of this caliber opportunity to build successful general agen- 
cies and assures them that they will have every help and 
promotion to make that success a reality. 


If you are interested and feel that you can meet our qualifi- 
cations, then write to William J. Sieger, Vice President and 
Superintendent of Agencies—today. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


Montclair, New Jersey 















“The MANAGER 
will SEE YOU” 


Such was the greeting to those questing 
young people who, with all the confidence 
which a background of higher education 
had bestowed upon them, made their first 
step into the business of the world. 

They were prepared for the great day 
by the foresight of a wise parent ... and an 
economical SUN LIFE EDUCATION PLAN. 






Write for You can give your children this same 
particulars opportunity. 

without : 

obligation LIFE FA 
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An example of press advertising recently released by the SUN LIFE OF CANADA 
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V. B. Coffin On Need 


Diefenbach General Agent 
Of Selling Simplicity 


Conn. Mutual at St, Pay) 


The Connecticut Mutual announees g 








TALKS TO MID-TOWN MANAGERS pointment of Joseph A. Diefenbach 
NN general agent for the St. P 
Connecticut Mutual Production Head PILO Q y FOR T HE CHA EL which is headquarters for southera Sal 
Also Warns Against Careless and nesota. Mr. Diefenbach goes to St Paul 
Wholesale Recruiting from Madison, Wis., where he has 





Out of every hundred mailings made pervised a unit of the company’s Mi 
: waukee general agency. He surg, 


Benjamin Bratter who will continue as 
associate general agent. 

Mr. Diefenbach has been in life ine 
surance sales work for twenty-six y 
having done personal production and 
managerial work in Illinois, Missouri, 
Iowa and Wisconsin. 


Vincent B. Coffin, second vice-president 
and superintendent of agencies of Con- by Fidelity agents during the past 
necticut Mutual Life, drew the largest 
audience which the New York City mid- 
town managers and general agents have 
yet had when he appeared at the as- 
sociation’s luncheon on Tuesday. 


twenty-one years under the company’s 
direct mail plan, about seventeen invita- 


tions to call have been received, to pilot 

































































__He counseled that sulatahes sade on the agent through the difficult channel A VETERAN BROKER 
ing the last period of business recession ° 
be avoided. One thing he had in mind of resistance, to the safe harbor of the Cade > ee Once Office 
was more careful selection. During the c of insurance Fresident; Gets 
‘ ‘ tas . a onn. General 30-Y 
depression many men were brought into interview. The average policy so writ Cites © tees reccived a 
. a * , . ss z : s . < -€ J a 
life insurance grofuetion bay did not One of a series ten in 1936 was 20% greater than the necticut General plaque this week gj 
g. 1ey regarded insurance — 5 alee. mine MBs: Sig- 
as a stop gap, and the impression made Giving facts about - izing thirty years’ association with 
by so many of these men, not now in the Fidelity. a ee and the first ee ng gg a ag ie ale 
i ~ 7 im- . . . ‘ - — ce 
on cmngee ee pS Ri gh mium value of each name circularized . _ oe gee who had been 
= IP sagt : elected president a_short time before 
oe? Se training was emphasized by the was over twenty-eight times the cost to succeeding Joseph P. Knapp who died 
sp . This was when the Metropolitan was a 
Mr. Coffin said that agents should not the agent for its circularization. 32 Park Place. He later entered the 5 
be discouraged because they find trouble agency department under Isaac Cahan 
in mastering taxation and other tech- who was head of the Ordinary produc. The M 
nical aspects of the business or because tion department. At one time two mem- [appointed 
they are not C. L. U.’s. Those who can bers of the clerical staff seated near him [agent fo 
master 0 yrs _— —_ were William C. Fletcher, who later [agency 0 
or are able to get the C. L. U. degree became secretary of the company, and [late Hart 
are fortunate, but there will always be || THE FIDELITY MUTUAL LIFE J] James‘ smithies” who ‘became superna [nont, M 
a large body of agents who are capable tendent of agencies, and is now on the [twelve y! 
of handling the large body of middle INSURANCE COMPANY Pacific Coast at San Francisco. paid for 
o- —. in — Pa | oe Pritchard left home office work [fhe led th 
plans, and the job they do is a most to become an insurance broker. The first [Jcases at 
commendable one. He concluded by PHILADELPHIA business was given to the Connectics [tenth in 
arguing for broadening of prospect bases General and that company is still one For te 
and consistent, constant and intelligent , of those for which he writes. When he [life insu 
training methods by managers and gen- Walter LeMar Talbot, President started selling insurance in ngaged 
g - ( 4 the field  engag 
eral agents. One observation he made Goulden & Millar were general agents, fJand at « 
was that there was an improvement in This is the agency that later became § New En 
morale of the older agents. = — Goulden, Woodward, Cook & Gudeon. Associati 
Ses Se at ee he becar 
° PLANS FOR CHICAGO DAY Underwr 
F. H. Rhodes 45 Years With | John f.. Shecmon, ieenanes ME aot 3 


Berkshire; Dinner Planned Alexander & Co, agency of the Penn § ber of | 
Next month Frederic H. Rhodes, Mutual, is chairman of Chicago Day, an- § and acti 


president of the Berkshire Life, Pitts- nual sales congress of the Chicago Life 
field, Mass., will havé completed forty- Underwriters’ Association which will be Life o 
five years’ service with the company as } held December 10. The affair will be in 

the form of a play depicting the entire ( 


agent, general agent and officer. In f f 
recognition of his anniversary President career of a successful agent. 



































Rhodes will be guest of honor at a re- Each sale produces a double income. When your Z Ms 
ception and dinner December 20 at the . . s otis . Hi : 
Hotel Wendell, Pittsfield, when a large presentation clicks you sell income for your prospect Billions 1n Payments emees 
number of old friends and representa- * ee : 
ieee at ton auiecame wae ok Ge or his dependents and incidentally add to your own. (Continued from Page 1) vaprmen 
home office for the affair. ’ mendous responsibility and to use its J .4, a 
Deseld Masters of interview technique insist that talking to <—— —— ape me he, > continu 
: “There is a striking significance in the J... 
onald Hampton Succeeds the prospect about his problems is profitable sales fact that the three countries in the world ** 
Matthews at San Francisco | z : , where life insurance has succeeded most FIRS 
Alfred R. Matthews, who succeeded his strategy. Any underwriter increases his chances for a largely, United States, Great Britain and J | 

father three years ago as northern : : Canada, are the chief surviving examples Max 
California general agent for the Provi- sale by putting his prospect’s needs foremost. of democracy and of the philosophy of Contine 
deat“ Siest tite. : individual liberty, the phenomenal growt Street, 
r ¢, has resigned as of of life insurance, especially in the United silver f 
png hay a a. - Incongruity: Thinking of gain for self destroys gain; States, is proof that our people are will duction 
. Se al ss ee P . ‘ ing to pay the price of liberty throug compan 
Ne ag talent x Sol i = thinking of gain for others brings gain. No sales plan savings and through sacrifice. With leas amiver 
° ’ ; Who ts 

been agent, supervisor and general agent - than 7% of the world’s population, peop? ors Cl 
with marked success. Mr. Matthews will — safely overlook those truths. at the wae ae own more than 0% ay 
be succeeded by Donald Hampton, now of the world’s life insurance. : but fo 
assistant manager of agencies at the The speaker then cited the following busines 
company’s home office. details in the growth of American life ; 

insurance: premiums paid in 1900, 

MOSES ROTHSCHILD DEAD millions a year, but in 1937, nearly 4,000 LAI 

: millions; assets, twenty-five billions e 

s illi . % y-five bill of Th 
Moses Rothschild, a founder of the Sun - LIFE dollars in 1937, as against a little over 4 Contin 
—_ = ——- — Fe seat billion and a ‘half; total life insurance sani 

er 16, age 74. He was well known : : : poe tlars— ea 
for | eager + ary te all charities. He ASSURANCE COMPANY ae ees Fe eaeer as sna ‘he eb 
served as presi ent of the Jewish Chil- ers has increased from ten millions in The ¢ 
dren’s Society, was a member of the of Worcester, Massachusetts 1900 to sixty-five millions in 1937. hittie 
board of the Associated Jewish Charities. “This record is a monument to the roduc 
Incorporated 1844 thrift, self-reliance and sense of respon: f ! -uer 
PROVIDENT DIVIDEND BASIS 7 sibility of the American people, but, leading 
The Lat ag abe are gill continue continued the speaker, “the true en BO 
next year the same dividend scale used . nificance of life insurance in our nationa | 
in 1937. On optional settlements an in- Over 93 Years a Synonym for Security life cannot be gauged alone by the fig- The 
terest rate of 3.8% will be used instead ures which I have just recited. Life unchay 
of 4% as at present and on accumulated insurance is purchased and owned if scale 
dividend funds a rate of 3.5% will replace contemplation of the settlements whi This ¢ 
the rate of 3.7%. it promises, the payments it makes. record 
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Appointed Vermont Manager 
By Massachusetts Mutual 





STANLEY F. MARSH 


The Massachusetts Mutual Life has 
appointed Stanley F. Marsh as general 
agent for the State of Vermont, with 
aoency offices at Barre, to succeed the 
late Harry S. Parks. A native of Ver- 
mont, Mr. Marsh entered the agency 
twelve years ago and in his first year 
nid for $403,000 on 112 cases. In 1931 
he led the entire company in number of 
cases and the following year stood 
tenth in volume of business produced. 

For ten years prior to entering the 
life insurance business Mr. Marsh was 
engaged in the sale of farm implements 
and at one time was secretary of the 
New England Farm Implement Dealers’ 
Association. On entering life insurance 
he became a member of the Barre Life 
Underwriters Association and in 1935 
served as its president. He is a mem- 
ber of his local Chamber of Commerce 
and active in civic affairs. 


Life of Virginia Gives 
Several Men Promotion 


H. V. Schenck, manager bond division 
Life Insurance Co. of Virginia has been 
promoted to assistant vice-president. J. 
Cowin Smith, superintendent policy de- 
partment, and W. H. Lockey, manager 
new business department, have been 
made assistant secretaries. All three will 
continue to perform the duties previ- 
ously assigned them. 


FIRST PRIZE TO MAX HANCEL 

_Max J. Hancel, general agent for the 
Continental American Life, 55 Liberty 
Street, New York City, was awarded a 
silver platter as leader in personal pro- 
duction of the entire agency force of the 
company in connection with its thirtieth 
anniversary last month. Mr. Hancel, 
who is president of the company’s Lead- 
ets Club, was the leading personal pro- 
ducer not only for anniversary month 


but. for the year in volume of new 
business. 


LAUER AGENCY LEADS CO. 

cute Matthew J. Lauer agency of the 
pontinental American Life at 10 East 
ortieth Street, New York City, as of 
November 1 was leading all agencies of 
The ered in volume and premiums. 
,, ~ontinental American marked its 
_"theth anniversary in October with a 
oduetion campaign following which the 
inte @8ency won a silver platter as the 
“cng agency for anniversary month. 


ron MUTUAL DIVIDENDS 
he Boston Mutual Life will continue 





cananged for 1938 the present dividend 
hie on all premium paying policies. 
pn age unbroken the company’s 

of no reduction in dividends 
roughout the depression. 





HEARD On The WAY 





Mrs. Paul Sample, whose father is 
Fred A. Howland, who is president of 
the National Life of Vermont, is the 
wife of one of America’s most able paint- 
ers and his works have been on exhibi- 
tion at Manhattan’s Ferargil Galleries. 
The current issue of Fortune magazine 
publishes a number of Mr. Sample’s 
paintings. He is a graduate of Dart- 
mouth and the Samples live in Pasa- 
dena, Cal. Part time he teaches art at 
the University of Southern California. 





A few weeks ago I received a letter 
from Milton L. Woodward, director of 
sales for the Johnston & Clark agency, 
Mutual Benefit, Detroit, in which he 
commented on the long, successful rec- 
ord of the late Pierre West, an asso- 
ciate in his office, killed recently in an 
automobile accident. The letter said: 

“Pierre West was a highly active man 
in the life insurance business for the 
Mutual Benefit here in Detroit from 
July, 1912, when he made his connection, 
until approximately five years ago, when 
he lost his health. While on his way to 
the North on a partridge shooting trip 
last Thursday evening, he was killed in 
an automobile accident. 

“During approximately twenty years of 


active association with the Mutual Bene- 
fit here in Detroit, Mr. West never failed 
to make at least one sale every week. 
He placed on the books of the company 
in excess of $10,000,000, an average over 
the twenty years of better than $500,000 
a year. Nine of these years he led his 
large agency in volume, and during his 
entire career, he averaged better than 
eighty-three lives a year, and during 
thirteen years of the twenty years, he 
placed business on better than 100 lives 
per year. 

“His outstanding achievement, to my 
mind, demonstrates once again that to 
get a large volume year after year, one 
must write a large number of lives in 
order to do so. 


‘T think we will all concur that the 
man of average means has no business 
to invest his money in anything other 
than life insurance, and I think, too, the 
average salesman in the life insurance 
business, in order to make an outstand- 
ing record in volume year after year, 
must seek to write a large number of 
lives year after year in order to get 
those results. If more men could only 
know they could match these results if 
they matched the efforts of such men 
who produce them, much more life in- 
surance would be written and would be 
written by many more agents in the 
business.” 

Uncle Francis. 
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TRENDS IN FIRE 
ANCE LITIGATION 
Although this coun- 
try has been in operation for consider- 
century 
about technical 


INSUR- 


SOME 


fire insurance in 


more than a misunder- 
standings continue 
pects of coverage. What some of these 
misunderstandings are is illustrated by 
the digests of recent litigation as 


ported in the November issue of Insur- 


ably 


as- 


re- 


ance Decisions, published in Indianap- 
olis. 
The J. Purdy Cope Hotels Co. were 


plaintiffs in a suit in Pennsylvania rela- 
to interest charges and measure of 
Digest in that decision is to 
the effect that interest on judgment re- 
covered for fire loss, under policy stip- 
ulating that loss shall be payable sixty 
days after proof of loss, was properly 
computed from end of sixty-day period 
after furnishing proofs of loss. 

In the case of company 
against the Pittsburgh Refrigeration Cor- 
poration in the same state, relative to 
premiums and riders, the digest was this: 


tive 
damages. 


an insurance 


Rider attached to fire policy providing 
that initial premium charged thereunder 


was based on an estimated aggregate 


amount of $100,000, and that insured 
agreed to pay premiums at rate of ten 
cents on unpaid balances due him on 


outstanding leases of merchandise on last 
day of preceding month, is too ambigu- 
uncertain and indefinite, to warrant 


a directed verdict in 


ous, 
action to recover 
premums due on policy, and it was for 
jury to clarify its uncertainty. 

In a South Carolina case before Su- 
preme Court there discussing sole and 
unconditional ownership, forfeiture, 
change of interest, statute and 
digest of court was this: 

Fire 
any change takes place in interest, 
or possession of subject of insurance, 
was void where insured’s title and inter- 
est in insured property was divested sub- 
sequent to issuance of policy and before 
destruction of house by fire. Company 
is estopped by statute to deny statement 
in application that insured property was 
located on ground owned by insured in 
fee simple, where it did not, within sixty 
days, deny or question truth of such 
statement as required by statute. 

In an action between two insurance 
companies in a New York district court, 
relative to earthquake 
court’s digest was this: 


waiver 


policy providing for forfeiture if 
title 


reinsurance the 


Reinsurer is entitled to reformation of 
earthquake policy to conform to provi- 
sions of binde r limiting liability to excess 
over $100,000 on an~ one —— 
without notifying reinsurer, who had 
right to assume that policy conformed 
to binder. 


at the post office of New 


York City under the act 





COMPENSATION MEDICAL 
PROBLEM 

\ keen, penetrating review of current 
workmen’s compensation problems was 
made last week by Leon S. Senior, head 
of the Compensation Insurance Rating 
Board of New York, in which he offered 
several constructive suggestions, partic- 
ularly in connection with the troublesome 
medical problem. Speaking as president 
of the Casualty Actuarial Society Mr. 
Senior noted that the recent change in 
the law permitting the injured man to 
have the right of selection of his at- 
tending physician, while a good idea in 
theory, is developing unexpected abuses 
in practice. Greater regulation of the 
“free choice” method is needed, in Mr. 
Senior’s opinion, and he favored a pro- 
posal recently made under which a neu- 
tral system of medical inspection would 
be organized. Compensation cases could 
then be examined in their early stages 
and frequent reports rendered upon the 
efficacy of the treatment by impartial 
examiners. 


One of the bright spots of the new 
law’s administration is the cooperation of 
the medical societies with the insurance 
carriers and Mr. Senior has been partic- 
ularly impressed by their friendly coun- 
sel in connection with arbitration work 
now in process under the joint auspices 
of the New York State Medical Society 
and Compensation Insurance Rating 
Board. From January to November of 
this year a total of 750 cases have been 
disposed of by arbitration under a sys- 
tem of summary procedure, non-techni- 
cal in form and equitable in spirit, Mr. 
Senior was glad to report. 





Leonard Fondiller, older son of the 
well known consulting actuary, Richard 
Fondiller, is now in his third year at 
Columbia University where one of his 
instructors is Prof, Ralph H. Blanchard, 
head of the insurance course, who is a 
Fellow in the Casualty & Actuarial So- 
ciety as is Leonard’s dad. The young 
man’s ambition is to follow in Mr. Fon- 
diller’s footsteps. Both he and 
brother, Harvey, took a European trip 
last Summer and upon returning Harvey 
worked up an unique pictorial sketch of 
countries visited which has attracted 
much attention. 


* * * 


his 


W. W. Williamson has been appointed 
general manager and actuary of the Nor- 
wich Union Life succeeding H. G. Wilton. 
Mr. Williamson joined the head office 
staff in 1904, became assistant actuary 
in 1919, secretary and joint actuary 
in 1934. 
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Head Table at John J. King Lunch 


The above cut is a photograph of the 
head table at the luncheon given to 
John J. King, president of the Hooper- 
Holmes Bureau by his four sons upon 


the occasion of his seventieth birthday 
which was last week. The luncheon was 
at the Drug & Chemical Club. The 
eroup shown at the head table are Ed- 


Ella Barve, 


ward L. Blackman, lawyer; Dr, P. \ 
Foshay, vice- president and head of selet 
tion, Mutual Life of N. Y.; John J. King 
Harold King, and Stewart M. LaMont 
third vice-president Metropolitan Lik 
The pair seated at the other table a 
Ed Langenbach of Kuhn, Loeb & ( 
and Alonzo Gore Oakley, United State 
F. & G. 





David M. Bressler, New York insur- 
ance broker for more than twenty years 
and associated with Huff, Dreyer & Co., 
75 Maiden Lane, has been appointed a 
member of the Appeal Board of Unem- 
ployment Insurance by Governor Leh- 
man. Mr. Bressler is a former president 
of the National Conference of Jewish 
Social Work, vice-chairman of the Joint 
Distribution Committee and in 1934 he 
was appointed by the Governor as a 
member of the New York State Plan- 
ning Board. 

* * * 


K. K. Peters, general manager of the 
Northern, has accepted an invitation to 
join the board of the Indemnity Marine. 
Mr. Peters is also on the board of the 
Provident Accident & White Cross In- 
surance, World Auxiliary Insurance Cor- 
poration and World Marine & General. 


* * * 


George E, Townsend, vice-president of 
the Fireman’s Fund companies, spent a 
brief, enjoyable holiday following the 
convention of the California Association 
of Insurance Agents. Boarding a plane 
at Hollywood at 3 a. m. on Thursday, 
November 11, Mr. Townsend arrived in 
Mexico City at 3:20 the same afternoon. 
An enthusiastic camera man, Mr. Town- 
send spent three days sightseeing and 
taking color moving pictures and still 
pictures. Leaving Mexico City at 7:15 
on Monday morning, Mr. Townsend was 
back at his desk in San Francisco on 
the following morning, November 16. 
The round trip was 4,400 miles. 

* * * 


_George W. Bowles, Virginia commis- 
sioner and president of the National 
Association of Insurance Commissioners, 
was in Washington last week attending 
sessions of the National Appraisal 
Forum sponsored by the National Asso- 
ciation of Real Estate Appraisers. 
+ ~ a 
Cyril F. Woodbridge has been appoint- 


ed to a seat on the London board of the 
Norwich Union Fire. 


Charles E. Freeman, advertising an! 
publicity manager of the Springfield Fir 
& Marine, and Mrs. Freeman were actit 
participants in the recent Communi 
Chest drive held in Springfield, Mas 
Mr. Freeman was chairman of the pr 
motion committee and his wife, who i 
creating much favorable attention asi 
radio singer, played the role of th 
G ommunity Chest “Good Neighbor Sing- 
er.” The Springfield Community Ches 
was the first to be organized in Nev 
England. 





Chandler Bullock, president, State Mu 
tual Life, and H. Thad Childre, ge 
agent for the company at Dalles, Tex 


Chandler Bullock, president, State Mo- 


tual Life, was made Honorary 1ex# 
Centennial Ranger by Governor James 
Allred of Texas during Mr. Bullock’ 
recent visit to that state, Presentatio® 
of the certificate shown in the pictutt 
above was made by H. Thad 
State Mutual general agent, Dallas, # 
the end of the state-wide regional meet: 
ing held in San Antonio on Novembe: 
12 and 13. 

* * * 


Charles R. Page, president of the com 
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panies comprising the Fireman’s Fur! 
group, left San Francisco last Frid 
for a month’s stay in New York. Be 
fore his return Mr. Page will also vis! 
the companies’ offices in Chicago. 
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What to See in New York Theatres 

From all parts of the country insur- 
ance men are arriving in Greater New 
York to attend the many conventions, 
‘committee meetings, dinners, luncheons 
and other affairs of next week. The com- 
missioners, life insurance presidents, life 
insurance counsel and many other repre- 
sentatives of the business will be found 
in large numbers at the Waldorf-Astoria, 
Pennsylvania and other hotels. It is the 
practice of this page each year at this 
time to print information about the thea- 
tres and some clubs as a guide to the 
visitors. 

This year there is not much to recom- 
mend in reference to musical shows, At 
one time there were four or five musical 
hits playing in New York City the first 
week of December, but the movies and 
the radio caused the collapse of the le- 
gitimate musical comedy stage. Holly- 
wood, having captured most of the best 
composers and librettists, has pretty well 
exhausted them. It also took over the 
comedians, paying them salaries so high 
that they were largely lost to the legiti- 
mate stage. The radio also began to use 
them up. 

As a result for a time there was only 
one musical show in New York City, 
“Babes in Arms,” the actors for the 
most part being extremely young pco- 
ple, the performance reminding some 
people of a college show. However, 
Rogers and Hart wrote the songs and it 
has three or four outstanding song hits. 
On November 2 George M. Cohan came 
to town with his impersonation of Presi- 
dent Roosevelt in “I’d Rather Be Right,” 
written by George S. Kaufman and Moss 
Hart, two top-notch funny writers. Be- 
cause Roosevelt and other members of 
the Administration were called by their 
real names on the stage, and the show 
was designated as a ribbing of the Pres- 
ident and his official family as well as 
of the Supreme Court, daily newspapers 
gave it a front page ballyhoo after the 
Boston premier with the result that when 
it opened in New York the speculators 
got the seats for six weeks. It is prob- 
ably the most over-publicized show the 
town has seen in years; is a mediocre 
Gridiron affair; and the fun, poked at 
the President, is amiable. George M. 
ohan, in reality playing himself, makes 
the President exceedingly attractive; so 
those expecting to see him roasted to a 
turn will be disappointed. 

The most entertaining shows in town 
are two which have been running for 
months, “You Can’t Take It With You,” 
the story of a cuckoo family, each mem- 
ber of which goes his own way happily, 
and headed by a wise, heart-warming 
philosopher; and “Women,” a brilliantly 
written comedy with forty women in the 
cast, most of whom spend their time 
Wise-cracking and nearly all of whom 








are disagreeable characters. 

he Park Avenue crowd is flocking to 
Gertrude Lawrence in “Susan and God.” 
An actress of tremendous charm, Miss 
awrence has been converted to the Ox- 




















ford movement and tries to convert all 
she meets to this back to religion move- 
ment. 

Those who like intellect in the theatre 


vill enjoy Maxwell Anderson’s “The 
Star Wagon,” with Lillian Gish, especial- 
ly the second act which takes place in 
the Mauve Decade when people rode 
bicycles. The smart set is also flocking 
to “Amphitryon 38,” a bawdy play in 
which a God comes from the heavens to 
have an affair with a mortal, but as Al- 
fred Lunt is the God and Lynn Fontanne 
the mortal, and as it is a Theatre Guild 
production, most people regard it as witty 
and enjoyable. It is not a play at which 
a maiden aunt from Tompkinsville should 
be found. 

The Abbey Theatre Players, “The Irish 
Players,” have a large following, espe- 
cially for “Playboy of the Western 
World.” A novelty is the Shakespeare 
play with Julius Caesar and others, all 
dressed in modern clothes, and the pro- 
duction without the advantage of scen- 
ery. The critics liked it. 

Two long run shows which are com- 
edies are “Having Wonderful Time,” a 
take-off on Summer camps frequented 
by people from the Bronx; and “Yes, 
My Darling Daughter,” with the expert 
Lucille Watson and Violet Heming. Both 
will give pleasant evenings at the thea- 
tre, but are not world-beaters. 

One of the best dramatic shows and 
exceedingly well acted by a conscientious 
and serious dramatic group is “Golden 
Boy,” a story about a prize fighter, with 
Luther Adler, Frances Farmer and Mor- 
ris Carnovsky. 

An exciting night club show is that of 
the tempestuous Negro singers and danc- 
ers at the Cotton Club. The Interna- 
tional Casino is an immense new restau- 
rant with a floor show which takes place 
while you eat. It consists of European 
vaudeville and parades of scantily clad 
girls, such as are seen at Folies Bergere 
and Casino de Paris in the French me- 
tropolis. Night club where most inter- 
esting people are to be seen, and now 
very much in the vogue, is Twenty-One 
Club in West Fifty-second Street. Most 
every building in the block has a night 
club. 

* * * 


T. E. Braniff’s Airplane Activities 


Thomas E. Braniff, Oklahoma City in- 
surance man, is a prominent figure in 
the field of aviation and has been presi- 
dent of the Braniff Airways, Inc., for 
some time. There are four Braniff 
brothers. Phil, head of the Phil C. 
Braniff agency at Tulsa, writes general 
insurance. Ed is a life insurance man 
with the Equitable Society at Tulsa. 
Paul is now in the air-conditioning busi- 
ness. 

Mr. Braniff figures actively in the new 
arrangements made by the Associated 
Aviation Underwriters by which air trav- 
el insurance will be issued at the same 
rates per trip as are now available at 
railroad and steamship ticket offices, a 
news story about which appears in the 
casualty section of this paper. 

It was Paul who interested the family 


in aviation. He was in the aviation 
training division of the army overseas. 
Returning to Oklahoma City he started 
to work with T. E. Braniff in the in- 
surance business, but his mind was on 
airships. He induced a number of men, 
including Thomas E., to buy the first 
cabin airplane operating in the South- 
west. It was a Stinson plane and he 
flew around in it quite a bit. Thomas 
E. and Paul bought out their associates 
in the plane company. The Stinson 
plane was used as a nucleus for the 
first passenger line in the Southwest. 
The route was from Oklahoma City to 
Tulsa. The company also had Ryans 
and some other planes. That line was 
extended from Tulsa to Kansas City 
and Chicago; also from Tulsa to St. 
Louis and Chicago, making two routes 
to Chicago, 


Most Important North and South Line 


The line was then extended to various 
points in Texas. However, it had no 
air mail contract and it was tough sled- 
ding. In May, 1934, after the air mail 
contracts had been cancelled by the 
Post Office Department, the company dis- 
continued its operations along with the 
other air lines. Later, when routes were 
offered for competitive bidding by the 
Post Office Department, the Braniff Air- 
ways made a bid for the air mail con- 
tract from Chicago to Dallas by way of 
Kansas City and Oklahoma; got the con- 
tract for Chicago to Dallas. Braniff Air- 
ways, Inc. then purchased the air mail 
contract of Long & Harman which op- 
erated from Dallas to Brownsville, 
Texas, serving all important cities in 
Texas and connecting at Brownsville 
with Pan-American Airways to Mexico 
and South America. 

Paul Braniff sold his interest in the 
company about January, 1936, to Thomas 
E. and went into the air-conditioning 
business. Braniff Airways is the most 
important north and south line in the 
country. It taps all the trans-Continental 
lines—the United and Northwest at Chi- 
cago, TWA at Kansas City and Ameri- 
can at Dallas. 

Mr. Braniff is a director of the Air 
Transport Association, which association 
has nineteen members. 

* * *® 


Efficiency 

African insurance newspapers some- 
times lighten their columns with humor. 
The following story is from the Africa 
Insurance Record: ; 

“A man was given a job at a garage, 
polishing the bodies of. cars. The first 
week he was told to polish with his right 
hand only. The second week he was 
told to use the left hand only. The 
third week he was told to use both 
hands simultaneously. 

“At the end of the third week the fore- 
man said to him: ‘Easy, isn’t it?’ 

“Ves” replied the man with a grin, 
but rather tired, ‘and next week if you 
will just fasten a broom to the seat of 
my trousers, I’ll be able to sweep your 
floor at the same time!” 

* * * 


Lloyd’s Holds Recruiting Exhibition 

An exhibition of modern army weapons 
and scientific instruments has been 
opened at Lloyd’s in London. 

Lloyd’s Anti-Aircraft Battery of the 
Royal Artillery and Lloyd’s Company of 
the London Rifle Brigade have fallen 
below their authorized strength, and the 
chairman of Lloyd’s decided on this 
novel departure with a view to improv- 
ing the strength of each unit. The ex- 
hibition, which embraces machine guns, 
light automatic rifles, fire control (land- 
scape) targets, signalling equipment, 
Vickers predictor and range-finder, is 
attracting much attention among young 
London insurance men, Lloyd’s hopes 
that it will be able to recruit 80 men for 
its Anti-Aircraft Battery and 30 men 
for the rifle company. 

* * * 


F. & C. Special Was With Gene 
Tunney in the Marines 
Curtis B. Thompson, special agent of 


the Fidelity & Casualty in Texas, was 
a private in Company C, 11th Regiment, 


United States Marine Corps. In the same 
regiment was Gene Tunney, who later 


became world’s champion heavyweight 
fighter, and Bob Burns, now of radio 
fame. 


After leaving school in Bartlett, Tex., 
Mr. Thompson became clerk in a drug 
store, saving his money.to take courses 
in a Dallas business institute. He then 
went with the Graton & Knight Leather 
Manufacturing Co., Dallas branch, after 
which he joined the Fisk Rubber Co.’s 
branch there. His entrance into the in- 
surance business was with Trezevant & 
Cochran, Texas. 

* o* * 


Frank J. O’Neill in New Role 


Frank J. (“Buck”) O’Neill, president 

of the Royal and Eagle Indemnity, has 
talked before agents, juries and football 
teams in his long career, but never until 
last Thursday evenine had he addressed 
a gathering of actuaries. The occasion 
was the banquet held at Hotel Biltmore, 
New York, in connection with the annual 
meeting of the Casualty Actuarial So- 
ciety and he was the chief speaker. He 
said he was somewhat nervous but didn’t 
show it, and before he had talked ten 
minutes he established his right to be 
among them by displaying a gold medal 
he had won for excellence in mathe- 
matics years ago in school. The Soci- 
ety’s records also show that Mr. O’Neill 
has been a Fellow since 1927. 
_ Mr. O’Neill was in great form as he 
joshed about his early experiences. Leay- 
ing school at 16 he worked four years in 
a butcher shop; then his football prow- 
ess attracted the attention of a military 
school and before he knew what had 
happened he was playing on the varsity 
team and attending classes besides. Four 
years later he entered Williams and won 
more honors in mathematics. 

The O’Neill career since he entered the 
Royal Indemnity is studded with human 
interest and the actuaries were stimu- 
lated by it. They also listened carefully 
to his views on the economic and_busi- 
ness situation and were interested, too, 
when he said that if the U. S. A. had 
taken the advice of actuaries back in 
1929—as England did on its dole—the 
depression problem might not have been 
so severe. 

Handing out a few bouquets to his 
actuarial audience, Mr. O'Neill said that 
if the companies here had been able to 
obtain the compensation rates which rat- 
ing bureau actuaries made and then main- 
tained those rates, “we would not have 
lost so much money on workmen’s com- 
pensation.” And the same applied to the 
automobile rate situation. By this time 
the actuaries were in such a mellow mood 
that Mr. O’Neill could have had any- 
thing he wanted. 

Sanford B. Perkins, Travelers assist- 
ant secretary, pinch-hitting because of 
the absence of S. Bruce Black, Libert 
Mutual president, talked after Mr. O’Neill 
in a whimsical fashion on the subject 
“Time Marches On” or “Consistency, 
Thou Art a Jewel.” It went over big. 

* * * 


Pennsylvania Authorities Seek to End 
Scranton Mine Fire 


A mine fire at Scranton, Pa., finds a 
relatively minor place in the nation’s long 
record of costly underground blazes. 
Daniel Harrington, Washington, chief of 
the Bureau of Mines’ health and safety 
branch, referred to the Scranton blaze 
as “not excessively costly, as far as 
mine fires are concerned.” He cited in 
contrast coal and metal mine fires that 
“have been burning for scores of years, 
cost dozens of lives and millions of dol- 
lars.” 

Pennsylvania authorities seek Works 
Progress Administration approval of a 
project to extinguish the Scranton fire. 
The total public and private expenditure 
proposed is about $206,000. 

Probably the most famous mine fires 
still existing, Harrington said, are at 
New Straitsville, O. They started more 
than fifty years ago, he estimated. The 
WPA has helped finance efforts to ex- 
tinguish them 
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Questions British 
Gov’t On War Risks 


NO INSURANCE PLAN DEVISED 





President of Board of Trade Says Prob- 
lem Will Be Considered When 


Emergency Arises 





Further questions about coverage 
against war risks were recently asked 
in the House of Commons, London, sev- 
eral well-known politicians contributing 
to the debate on the subject. 

Lt.-Col. Nathan asked the president of 
the Board of Trade whether he had re- 
ceived from any local government au- 
thorities representations, in view of the 
recent decision of insurance companies 
not to undertake insurance of property 
against damage by a foreign enemy, urg- 
ing upon his majesty’s government the 
introduction of a national insurance plan 
to cover risks of that character and 
what action the government proposed to 
take thereon, 

Mr. Joel supported Lt.-Col. Nathan and 
asked the president of the Board of 
Trade whether he was aware of the de- 
sire of property owners in London and 
all parts of the country that the govern- 
ment should introduce some scheme to 
enable them to insure against the event- 
ualities of war risks; and whether he 
could now take steps to draw up such 
a scheme. 


Cannot Foresee Future Conditions 

President Stanley replied that he had 
received a letter from the Wandsworth 
Borough Council to the effect indicated 
in Lt.-Col. Nathan’s question. On the 
general principle involved he referred his 
questioners to the conclusion of the gov- 
ernment which was announced on May 4 
that no plan of insurance on property in 
Britain against war risks on land would 
be appropriate to the conditions of a 
future war so far as they can be fore- 
seen today. 

“Should the contingency arise,” Pres- 
ident Stanley added, “the question of 
putting into operation any scheme of 
compensation will be one for the govern- 
ment of the day to decide in the light 
cf the circumstances of the time. Con- 
sideration is now being given to the 
question of the preparatory work which 
can usefully be undertaken in time of 
peace to facilitate the application of a 
scheme of compensation in the event of 
such a plan being decided upon.” 





Automobile Transfers 


Criswell to Pennsylvania 
State Agent R. W. Criswell of Des 
Moines, Ia., who has been conducting 
the field activity of the Automobile and 
the Standard Fire of Hartford in Iowa, 
Nebraska and South Dakota during the 
past five years, will be transferred to 
Philadelphia as of January 1, 1938. He 
will take charge of the Pennsylvania 
field pending the recovery of State Agent 
W. M. Ryan of Philadelphia and State 
Agent M. A. Pellett of Pittsburgh, both 
of whom are ill and confined to hospitals. 
The lIowa-Nebraska territory will be 
assigned to Milo Miller of Waterloo, Ia., 
who as state agent will supervise the 
Automobile, Standard and Iowa. 





HONOR KURBYWEIT IN PHILA, 

Victor Kurbyweit, recently elected sec- 
retary of the Continental in charge of 
the New York metropolitan department, 
was tendered a testimonial luncheon on 
Monday by more than 100 insurance 
executives at the Downtown Club in 
Philadelphia. He was formerly in 
charge of the America Fore Group of- 
fice in that city. As a token of the high 
esteem in which he is held he was pre- 
sented with a silver service tray. John 
Kremer, vice-president, North America, 
acted as toastmaster. Several other in- 
surance leaders spoke briefly. 


HUNEKE JOINING EAGLE STAR 





To Become Manager of New Inland Ma- 
rine Dep’t at New York Head- 
quarters; His Career 

The United States branch of the Eagle 
Star is forming an inland marine depart- 
ment which will start operations around 
January 1. This department will operate 
entirely “through our agency plant and 
this innovation will be independent of 
and without any effect whatever upon 
the operations of Talbot, Bird & Co., 
marine managers of the company,” 
United States Manager H. G. Casper 
announces. Arthur J. Huneke, now in 
charge of marine production in the New 
York metropolitan department of the 
Insurance Co. of North America, will 
become manager of the new department 
and will join the Eagle Star on Decem- 
ber a 

Mr. Huneke has had broad experience. 
having started thirteen years ago with 
A. J. Corsa & Son, Brooklyn agents, as- 
sisting in building their inland marine 
department, and thereafter, in addition 
to his present connection, served both 
the Royal and Wm. H. McGee & Co.,, 
traveling for the latter organization 
throughout the East, South and central 
West. He will make his headquarters in 
the New York office at 90 John Street 
and his efforts in the development of the 
department will be in the education of 
the company’s special and local agents. 





HOME MAKES TWO PROMOTIONS 


Frank H. Cornell and E. R. Hurd Ad- 
vanced After Long Service to Com- 
pany in Chicago Field 

Frank H. Cornell and E. R. Hurd have 
been advanced by the Home of New 
York, Mr. Cornell becoming secretary 
of the farm department in Chicago, of 
which he has been manager, and Mr. 
Hurd becoming general manager in 
charge of all departments in Chicago ex- 
cept the farm department. He has been 
manager in charge of Cook County de- 
partments. : 

Mr. Cornell was born in Yorkville, III. 
and in 1896 entered the service of the 
Home under H. H. Walker of the West- 
ern farm department. In 1898, in addi- 
tion to his duties in the farm depart- 
ment, he served as special agent for the 
subagency department in Illinois and 
Wisconsin. In 1900 he became under- 
writing examiner of the farm depart- 
ment; in 1914 assistant secretary of the 
same department; in 1917 joint manager 
with J. K. Lesch, known as Lesch & 
Cornell, managers, and in 19931 was ap- 
pointed manager of the farm department. 

Mr. Hurd was born in Davenport, 
Iowa and employed by the Home in 
19902 as a special agent for Illinois. In 
1905 he was appointed special agent and 
adjuster for Cook County. He was. ad- 
vanced to assistant manager in 1915, 
and manager in 1930, in charge of Cook 
County departments. 
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Head Office: 80 John Street, New York 
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G. Z. Day, Vice-President 


Statement December 31, 1936 


CAPITAL . . ° 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS . . ° ° 
TOTAL ASSETS 4 el ° 


New York Insurance Department Valuation 
ed ited in i 


in the above ar 





















| 
| | 
| Since 1933 | 
| | 
4 
| om N. F 
|||] the average cost of building materials and labor 
Hi has increased countrywide approximately 
HHH 
Hil y 
i}}| for, in 
HHH] made a 
Hi ly o- 
HHI] homely 
(| INSURE on PRESENT || = 
—the | 
it’s gol 
DAY VALUES cf 
alty ut 
| He he 
which 
| An ong 
| "Old 
H FIRE ASSOCIATION OF PHILADELPHIA the fa 
| Established 1817 ness V 
tury ‘ 
LUMBERMEN’S INSURANCE COMPANY promit 
Established 1873 nounct 
In Ch 
THE RELIANCE INSURANCE COMPANY — 
Established 1841 which 
= 
Mr. 
PHILADELPHIA NATIONAL INSURANCE i ae 
COMPANY just a 
Head Offices, 401 Walnut Street, Philadelphia apett 
obje 
colorf 
— never 
||| | OLD LINE STOCK, FIRE, MARINE AND AUTOMOBILE INSURANCE —_ 
repre 
I) nies, 
Ht conscl 
iL — —————— = —— ————— can I 
; ies = (Pet ae busin: 
Commissioners Plan For Heads Pittsburgh Club as 
General Meeting on Monday 
Tentative arrangements for the Win- mop 
ter meeting of the National Association early 
of Insurance Commissioners at the Hotel forms 
Pennsylvania in New York City next assoc 
Monday, Tuesday and Wednesday call ne 
for general sessions Monday and Wed- Le 
nesday mornings and committee meet- Pe 
ings Tuesday. The first general session ine 
is scheduled for 10 a. m. Monday. Presi- Grad 
dent George A. Bowles will speak as will side- 
also Director Ernest Palmer of Illinois rol 
who was unable to attend the annual poe 
meeting at Philadelphia in June. Meet- ss 
ings of the executive and examinations 4 
committees will probably be held Mon- an 
day. hard 
A.F.LA. PROMOTES ARPERT ee 
Eric Arpert has been made assistant F. 
secretary of American Foreign Insurance 
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Successful Agent’s Program 


N. H. Grady of Chattanooga, 46 Years in Insurance, Con- 
scientiously Follows Fundamental Plan; No Use For 
“Side-Show” Glamour 


By Carl Knoedler 


To many this little story will be drab 
in fact, it is about a man who has 
ea real success in insurance by mere- 
ly exemplifying for forty-six years such 
homely (if you wish) virtues as integ- 
rity, diligence and methodical initiative 
_the kind of initiative that knows where 
it's going. You are being introduced to 
N. H. Grady, “dean” of fire and casu- 
alty underwriters in Chattanooga, Tenn. 
He heads the firm of Grady & Alexander 
which he founded in 1891, although the 
frm style has been changed several 
times since then. ad 

Old-time insurance men will vouch for 
the fact that any kind of insurance busi- 
ness was really tough-going a half cen- 
tury ago. In those days there were 
prominent citizens who publicly de- 
nounced the general idea of insurance. 
In Chattanooga three or four business 
frms exhibited signs on their doors 
which read: “Don’t Want Any Insur- 
ance.” 

Mr. Grady can tell of numerous other 
and more heartbreaking rebuffs; will 
just as gladly recount any number of 
humorous incidents, but the underlying 
object of this sketch, one that is neither 
colorful nor glamorous, but one that has 
never lost in value no matter how often 
repeated, is contained in N. H. Grady’s 
own words, “Any honorable man who 
represents one of the reliable compa- 
nies, who is willing to work and who 
conscientiously follows a set program, 
can make a success in the insurance 
business without having to cut any didoes 
or resort to sensationalism in order to 
do it.” 


for, 
mad 


A Sound Philosophy 

It was this philosophy which carried 
Mr. Grady through the lean years of his 
early career, It is this philosophy which 
forms the fundamentals for him and his 
associates today in one of Chattanooga’s 
largest insurance agencies. 

Trite! Antiquated! Outmoded! 

Indeed not. The methods of Grady & 
Alexander are modern to the minute, 
wherever modernism is better, but Mr. 
Grady has merely refused to let the 
side-shows swallow up the main circus 
tent—and the books of Grady & Alex- 
ander would inspire envy among many 
larger agencies in big cities. 

1. (Repetition.) Mr. Grady observes 
the fundamentals of fair-dealing and 
hard work. 





N. H. GRADY 


2. He sells reliable insurance in an 
orthodox manner and finds no need for 
a magician’s paraphernalia so long as he 
has a sound commodity and offers it for 
sale in a fair and honorable manner. 

3. His regular customers are his first 
regard. He tries to keep each of them 
adequately covered but has been known 
to advise against the issuance of a pol- 
icy if he felt it was unnecessary. 

4. He studies carefully the newspapers 
for items about new construction, re- 
modeling, etc. 

5. He never does business over the 
phone except in emergencies, but always 
makes personal calls. 

6. He endeavors to call on at least five 
new prospects each day. These pros- 
pects are picked at random after being 
checked as to their need of insurance 
and their ability to pay. 

Except in the early mornings, when he 
stops by for his mail, Mr. Grady can 
rarely be found in his office, but wherever 
he is, the bets are 100 to 1 that he is 
somewhere talking to somebody about 
insurance, 

He is an active member of the Chat- 
tanooga Insurance Exchange. 





FARM FIRE MEETING DEC. 2 





Gathering in Chicago Will Hear Several 
Talks on Methods for Improving 
Protection of Farms 
The agricultural committee of the Na- 
tional Fire Waste Council, which is affili- 
ated with the Chamber of Commerce of 
the United States, will meet December 
2 at the Stevens Hotel in Chicago. 
Throughout the year the members of the 
committee have been engaged in numer- 
ous activities designed to reduce fire 
hazards and improve protective measures 

on the farm. 

The meeting will afford the members 
of the committee an opportunity to re- 
port the results of their work and dis- 
cuss the development of new projects 
for reducing farm fire waste. For in- 
Stance, a project of organizing rural 
communities for fire control will be taken 
up at the meeting, and material pre- 
pared for use in this work will be re- 
viewed. 

In addition to the committee reports 
the following addresses will be given: 
‘The Nebraska Plan for the Extension 
of Fire Protection to Rural Communi- 
ties.” by Horace M. Davis, Nebraska 


State Fire Marshal; “A Statistical Study 
of Farm Fires,” by Professor Henry 
Giese, Iowa State College, and “The De- 
velopment of Rural Fire Protection in 
Recent Years,” by Percy Bugbee, Na- 
tional Fire Protection Association. 

Ira D. Goss, manager, farm depart- 
ment, Continental, who has served as 
chairman of the committce for a num- 
ber of years, has resigned because of ill 
health. He will be succeeded by Dennis 
C. Smith, executive special agent, Conti- 
nental, who has been vice-chairman. The 
personnel of the committee includes rep- 
resentatives from the agricultural col- 
leges, rural youth organizations, rural 
press, radio, state and Federal depart- 
ments, fire insurance underwriters and 
manufacturers. 





OPPOSE EXTENSION OF POOLS 


The California Association of Insur- 
ance Agents passed a resolution at its 
recent annual convention at Hollywood 
reiterating its opposition to “and con- 
demnation of the further spreading of 
company pools as being inimical to the 
best welfare of the insurance business 
and the American Agency System.” 


I. M. U. A. Acts On 
Wisconsin Fur Risks 


SEVERAL NEW RULINGS MADE 





Personal Property Floaters, Fine Arts 
and Certain Parcel Post Policies 
Undergo Amendment 





Provision has been made by the In- 
land Marine Underwriters Association 
for writing personal property floaters 
and fine arts policies for three-year pe- 
riods under revised rules which provide 
that “the base rate for the hazard of fire 
under such policies when written for a 
period of three years shall be the rate 
which would apply under the rules of the 
fire rating organization having jurisdic- 
tion over fire policies in the territory in- 
volved for a three-year specific fire 
policy.” 

While this change applies to both the 
aforementioned classes the rule on fine 
arts now contains the following provi- 
sion ;, “subject, however, to such credits 
as may be provided for under this asso- 
ciation’s rules in cases where fire rates 
are’ only published without allowance for 
coinsurance.” 

These changes in the rules become ef- 
fective on and after December 1 and in 
the case of each of the classes named the 
amendment applies only to the calcula- 
tion of the basic charge for the fire risk. 
Loadings and additional charges for a 
three-year policy will continue to be cal- 
culated on the basis of two and a half 
times the loadings or additional charges 
applicable to a one-year policy. The 
intent of the I. M. U. A. is that higher 
basic rates shall not be charged for the 
fire hazard than would be charged for 
specific fire policies, 

isconsin Furriers’ Policies 

_The association has also ruled on fur- 
riers’ customers’ policies in Wisconsin 
following an order by the Department of 
that state After December 1 no more 
certifications or personal fur policies shall 
be issued under or in conjunction with 
furriers’ customers’ custody policies is- 
sued to furriers or fur stores in Wis- 
consin, 

The association ruled that it shall be 
optional for members to amend the ex- 
clusion in furriers’ customers’ custody 
riders to read as follows: “(a) Loss or 
damage occasioned by gradual deteriora- 
tion moth, vermin, inherent vice; or 
damage sustained due to any process or 
while actually being worked upon and 
resulting therefrom unless caused by 
fire.” The change is effective January 1. 

Insurance on Shipments 

The optional endorsement for returned 
and incoming shipments on the open 
form of parcel post policies has been 
amended to read: “In consideration of 
a minimum additional premium per an- 
num of $5 it is understood and agreed 
that this policy, subject to all of its 
terms and conditions, is hereby extended 
to cover returned shipments of property 
originally shipped by the assured and in- 
coming shipments of property owned or 
purchased by the assured. 

“The assured shall keep a record of 
all such shipments and shall enter in 
said record the value of each such ship- 
ment, the name and address of the ship- 
per or consignee and the class of mail 
by which shipped; such entries to be 
made as soon as practicable after the as- 
sured has knowledge thereof, and pro- 
vided further that a statement of such 
shipments shall be made to the company 
on or before the tenth day of each 
month and premium paid thereon in 
accordance with the conditions of the 
policy at the rate of per $100 of 
value. 

“All monthly statements of such ship- 
ments as herein provided shall be 
charged against the minimum annual ad- 
ditional premium of $5 until such time 
as this amount shall have been earned 
by the company, after which time month- 
ly payment of additional premium shall 
be made in accordance with the fore- 


_. going terms.” This is effective January 1. 
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LOUIS H. PINK 


solve this problem if they really want to. 
They must bury their differences and 
selfishness and cooperate on devising fair 
commission rates which will apply to all 
producers. He declared that there is 
merit to suggestions made that brokers 
and agents be permitted to have more 
say about commission rates so they will 
not continue to feel they are altogether 
on the outside. At the law revision hear- 
ings producers have complained that 
commissions are fixed wholly by com- 
pany-owned or controlled rating boards. 

Beginning his address, Superintendent 
Pink pictured the Albany Field Club as 
a fine example of cooperative effort. De- 
spite strong competition between com- 
panies for good agents and premiums 
this club has strengthened understanding 
and good-fellowship between fieldmen 


W. L. AUSTIN 


Field Club’s 25th Anniversary 


(Continued from Page 1) 


which has aided greatly in maintaining 
high business standards. 


Likewise the Insurance Department 
deputies, bureau chiefs and others have 
worked earnestly for over two years to 
prepare an efficient revised insurance law 
for New York State, Superintendent 
Pink said. In the movement the insur- 
ance business generally has cooperated 
earnestly, honestly and intelligently to 
make the law better and a credit to the 
state. Tribute was paid also by Mr. 
Pink to the legislative committee con- 
ducting the present hearings. Chairman 
Piper and his associates are working 
without extra compensation, other than 
traveling expenses, sitting day after day 
in New York City to help the Depart- 
ment and the insurance business create a 
satisfactory code which it is hoped some- 


Underwood & Underwood 
RICHARD F. VAN VRANKEN 


day will be the basis for insurance law 
revisions in other states of the country. 


Auto Liability Problems 


The problem of automobile liability 
rates was emphasized also by Superin- 
tendent Pink. He praised the coopera- 
tion rendered by insurance companies in 
making fair and equitable rates in all 
districts of the state and said this was 
one of the finest of all examples of in- 
surance cooperation. It is a credit to the 
business, he continued, that rating is 
conducted upon a scientific basis, with 
fairness both to the industry and the 
insurance buying public. The Insurance 
Department, he said, does not want to 
make these automobile rates but merely 
desires the right to see that they are 
kept high enough to insure company sol- 
vency and low enough to protect the 
assured from unjust charges. 

However, there is a further field for 
cooperation in the study of automobile 
insurance problems the Superintendent 
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said. He believes the business can wor 
out a solution to the very difficult pres. 
ent situation which finds a great numbe, 
of persons injured in automobile mishaps 
with many of them unable to recoye 
anything from careless drivers causip 
accidents, He admitted that the = 
pulsory insurance experiment, as tried in 
Massachusetts, has many abuses, yet 
something must be done to solve th 
whole problem. He is optimistic that 
the same thorough and thoughtful study 
is applied to this question by the jp. 
surance companies a creditable solution 
will be reached. 


Austin on Contingent Commissions 


Other thoughts on commission and pre. 
mium payments were advanced at this 
meeting by W. L. Austin, one of the 
leading local agents of Albany. Speak. 
ing from an experience of over forty-one 
years in the production field he said that 
companies and agents depend upon one 
another for success and must work to. 
gether if present production methods are 
to be continued in this country. When 
he entered the agency field Albany had 
a population of slightly over 100,000 per- 
sons. To serve these for fire insurance 
there were about fifty reporting agents 
and twenty-five non-reporting agents, 

Today the population has _ increased 
only 50% but the production field in- 
cludes 110 reporting agents, around fifty 
non-reporting agents and nearly 1 
brokers, an increase of 400% in insurance 
facilities. Forty years ago agents were 
receiving an average of 20% commission 
with 10% contingent, Mr. Austin said. 
Now, with production and overhead costs 
greater than they were, the agent’s com- 
mission is lower by virtue of elimination 
of the contingent. It is Mr. Austin’s firm 
conviction that the agent who makes 
money for his companies is entitled to 
a share of the profits in the form ofa 
contingent commission. 


Speaking of fire insurance premium 
payments Mr. Austin expressed the hope 
that as the New York insurance law is 
being revised something may be done to 
have premiums paid within a specified 
time just as life insurance companies re- 
quire, Competition through granting of 
excess credits has no place in the busi- 
ness he asserted. 

This anniversary meeting of the Al- 
bany Field Club turned out to be Old 
Home Week for many fire insurance men 
who formerly traveled eastern New York 
State and were members of the club. A 
number of them stayed over Friday 
night in order to continue on Saturday 
reunions with old friends. Toastmaster 
of the evening was John B. Dacey, Bos- 
ton and Old Colony, veteran fieldman 
who is one of the two charter members 
of the club still operating out of Albany 
in the field. The other is Harry B. Nu- 
gent, Aetna Fire Group, who was unable 
to be present at last Friday’s dinner 
meeting. Mr. Dacey, who possesses 4 
most pleasing personality, was an excel- 
lent master of ceremonies. 


Fifteen Past Presidents Attend 


Frank J. Doyle, Insurance Co. of North 
America Group, president of the Albany 
Field Club, opened the speaking program 
by explaining the purposes of the club, 
which are to promote business coopera- 
tion and good-fellowship. He then pre- 
sented past presidents pins to fifteen 
former heads of the club. They were 
Mr. Dacey, Richard Van Vranken, Rob- 
ert Kelton, George F. Krank, H. Grebert, 
J. W. Delaney, C. A. Tillotson, J. RB 
Ryan, J. W. Summers, John L. Mosher, 
John A. Wallberg, Edwin R. Pond, David 
Davidson, Matthew G. Knapp and John 
B. Douglas. Of these eleven are still 
members of the club. 

Another charter member present _was 
George S. Tompkins, now with the Fire- 
man’s Fund at the Eastern headquarters 
at Boston. He was also the club’s first 
secretary. In a brief talk he brought af- 
fectionate greetings from another char- 
ter member, the venerable F. F. Buell, 
Agricultural, with whom Mr. Tompkins 
had a visit last week. The speaker als0 
recalled the early days of the club and 
congratulated the present members upom 


(Continued on Page 29) 
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ARTHUR WALLER TO RETIRE 


Royal Exchange U. S. Manager to Be 
Succeeded by Edward W. Elwell; 
Other Changes Made 
Edward W. Elwell on January 1, 1938, 
will succeed Arthur Waller as United 
States manager of the Royal Exchange, 
Car & General and State Assurance and 
as president of the Provident Fire of 


ARTHUR WALLER 


New Hampshire. Announcement of these 
changes has been made by General Man- 
ager Alexander MacDonald for the Royal 
Exchange and General Manager W. A. 
Hurst for the Car & General. Mr. EI- 
well is now assistant manager of the 





EDWARD W. ELWELL 


three British companies and vice-presi- 
dent of the Provident. 

William B. Kelly, general agent for 
the Royal Exchange for several years, 
and Charles M. Smith, who has been 
associated with the Car & General for 
the last decade, will become joint assist- 
ant managers of the Royal Exchange, 
Car & General and State Assurance and 
vice-presidents of the Provident Fire. 
John P. Bolten becomes branch secre- 
tary of the Car & General. 


Mr. Elwell came to the New York 
branch five years ago from the head of- 
fice of the State Assurance at Liver- 
pool, where he had been assistant sec- 
retary. He was graduated from Hailey- 
bury College, near London, and is a 
member of the English bar, having been 
called to the Middle Temple in 1927. 
He is also a Fellow of the Chartered In- 
surance Institute of Great Britain. 
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New Committeemen 
Elected at Lloyi 
DIXEY, POLAND AND Forpy 
Election to Be Held Soon ts 


Chairman to Succeed Liey 4 
Colonel Roylance — 





Three new members of the Commit, 
of Lloyd’s have been elected in London. 
Neville Dixey, Kenneth G. Poland an 
T. Lawrence Forbes, The election , 
Mr. Forbes came as a surprise, as he yx 
a candidate for the first time. The ney 
members succeed Montague Ejay 
Philip D’Ambrumenil and H. G. Chest, 
who retire by rota at the end of 
year. 

Neville Dixey, who now returns to 
committee after the statutory period ; 
one year out of office, topped the pl 
The unsuccessful candidates were G, } 
Valentine, former member of the cop. 
mittee and A. J. Hullett, prominent no. 
marine underwriter, who was standin; 
for the first time. Mr. Dixey was de. 
uty chairman of Lloyd’s in 1939 ani 
1933 and chairman in 1931, 1934 ay 
1936. He has political aspirations aj 
has four times run for Parliament q 
the Liberal ticket, being defeated q 
every occasion. K. G. Poland, who no 
returns to the committee for his secon 
period in office, is one of the young 
underwriters and a man with a vey 
promising future. 

Voting Was Heavy 

About six hundred members voted, 4; 
there are over 1,500 members and onl 
a small proportion of them work i 
Lloyd’s, this poll is a remarkably larg 
one. The committee will shortly cam 
out an election of its own, that of tk 
chairman and deputy chairman for 19 
The new chairman will succeed Lt-Cd 
Walker Roylance. The three retirix 
committeemen do not take part in th 
choice of the new chairman. Their » 
pointments terminate December 31 a 
the new members of the committee there 
fore help to choose the man who is tv 
be their chairman. 

There are twelve members of tk 
committee and they serve for four year 
three retiring every year. T. Lawrent 
Forbes, the only member who has nevt 
before served on the committee, coms 
of an old Lloyd’s family, his father atl 
uncle both having been leading unde- 
writers in their time. 





Several Eastern Agents On 
National Ass’n Committee 


Eastern local agents are well rept 
sented on all the newly appointed stant 
ing and special committees of the Ne 
tional Association of Insurance Agents 
These agents include the following: # 
cident prevention committee—David 4 
North, New Haven, Conn., chairmai, 
finance committee—C. Stanley Stult 
Hightstown, N. J., chairman, and Edwa 
J. Cole, Fall River, Mass.; fire prever 
tion committee—A. B. White, Kee 
N. H., chairman; Paul A. Colwell, Prov: 
dence, R. I, and John F. Neilson, Enge 
wood, N. J.; legislative committee—P. 
Bowen, Baltimore, and Thomas C. Ce 
ney, Morrisville, Vt.; membership oo 
mittee— Herbert A. Faunce, Atlast 
City; Stuart Ragland, Richmond, Vi 
and Harold F. Shea, Montpelier, Vs 
publicity and education committee— Or 
man B. McCulloch, chairman, Lancastt 
Pa., and Thomas G. Redden, Greensbort 

Also, conference committee—W. Ové 
Wilson, Richmond, Va., chairman, # 
Kenneth H. Bair, Greensburg, Pa; % 
stitutional revision—L. E. Dimmett 
Lenoir, C.; rural agents—Fred | 
Marshall, East Aurora, N. Y.; , * 
fire policy—A. J. Smith, New York U4) 
surety—James W. Henry, Pittsbu 
and John L. Tiernon, Buffalo; workmet! 








compensation— Charles Bellinget, Ne 
York City. 


C. W. FELLOWS N. Y. VISITOR. 
Claude W. Fellows, president, ne 
ciated Insurance Companies, San 
cisco, is a New York City visitor. 
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I was overwhelmed and awe-struck at 
the twenty-fifth anniversary celebration 
of the Albany Field Club last Friday 
night by the fine tribute paid by the club 
to former presidents who had passed on 
Lights were lowered and the shifting of 
a screen revealed a fully set table with 
candles and as the names were called by 
President Doyle (whose committee and 
co-workers deserve great credit for the 
entire affair) an attendant, the, maitre 
de cuisine of the hotel, who had known 
most of the members commemorated, 
snuffed out a candle. We, who knew 
those men and could almost conjure a 
likeness of them appearing from the 


deeply impressed, as 


mists, were very } 
was the whole assemblage of over 200 
guests. 


To perfect the perfect spectacle, there 
was not any slopping over, which so 


often mars such matters. venture to 


say that this episode will not be for- 
gotten by those who had the privilege 
of witnessing it. It was one of the 


finest displays of real sentiment I have 
ever witnessed. It impressed the Insur- 
ance Superintendent, Mr. Pink, who was 
our honored guest and chief speaker, 
very much, and registered in his speech 
which stressed cooperation, and the spirit 
of fieldmen in cooperating with one an- 
other in constructive work, and creat- 
ine warm friendships among them, while 
competing against one another in an hon- 
orable way. 

Everyone on the committee of arrange- 
ments, prominent among whom were Mr. 
Doyle, the president; Mr. Dacey, the 
toastmaster; Mr. Krank, the historian; 
Mr. Ross and others deserve the great- 
est of praise. Mr. Van Vranken, vice- 
president of the Home, a graduate of the 
Albany Field Club, at the speakers’ ta- 
ble, and many other company officers 
were quests. 

The committee was wise enough to 
have an orchestra that was not so noisy 
that one could not carry on an intelli- 
gent conversation with one’s table-mates. 
Generally the noisy jazz-bands and so- 
called professional entertainers drown 
out all conversations, thinking they add 
gayety by their noisy and discordant 
and barbaric jazz, and the vaudeville 
was better than the usual run and there 
was not too much of it, except that the 
thin-voiced master of ceremonies got 
some of us weary with his endless repe- 
titions of the name of Major Bowes 
and “give the little lady a hand,” etc. 
All in all it was one of the best meet- 
ings I have attended in forty-three years. 

During Toastmaster Dacey’s talks, a 
voice was heard from the background 
stating that “Sarah of Plattsburg” want- 
ed to be remembered to Jack Dacey, 
which message was heartily applauded by 
the assembly. 

- * + 


Inspecting From the Map 


In times past when looking over a 
map at an agent’s office after a long 
inspection tour to check up, especially 
in mercantile districts as to exposures 
or other things that may have escaped 
my attention, some agents would look 
over my shoulder and smile and say 
that I was inspecting from the map, 
which is a threadbare and annoying re- 
mark on the part of any agent to a 
man who is on his job and would con- 
sider it rank dishonesty and disloyalty 
to his company. But such remarks are 
often made by agents to annoy or dis- 
turb the special agent, because, perhaps, 





ALES of the ROAD | 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








they may have had a special agent visit 
their offices who did that sort of thing. 
As a matter of fact I have known very 
few special agents who inspected from 
the map: what agents saw and mis- 
judged was the act of a special agent 
checking up on the map after an in- 
spection. 





Commission War Is Feared 


In State of Washington 


Company managers are watching fire 
insurance developments in the State of 
Washington with interest following com- 
mission concessions recently made by a 
number of non-organized companies. Re- 
cently offers of an extra 10% on all new 
risks submitted by agents and brokers 
is seen as a drive for the large Wash- 
ington fire insurance renewal business, 
which comes up in February, 1938. In 
February, 1935, a 30% deviation in rates 
became effective, the bulk of the state’s 
fire business was canceled at that time 
and rewritten for a period of three 
years. Thus, all of this business will 
come up for renewal again next Feb- 
ruary. 

The insurance code grants the Depart- 
ment no jurisdiction as regards acquisi- 
tion costs, hence the Department has 
usually passed up the commission angle. 


HONOR CLYDE B. SMITH 





Over 100 at Lansing, Mich., Dinner; 
Mutuals Join Also in Praising 
Well Known Agent 
“Home town folks,” as represented by 
the membership of the Lansing Asso- 
ciation of Insurance Agents, demonstrat- 
ed convincingly the fallacy of the adage 
relative to the honor of a prophet in his 
own country at their testimonial dinner 
last week at Lansing for Clyde B. Smith, 
veteran Lansing agent and former presi- 
dent of the National Association. The 
affair, attended by over 100 persons, was 
confined largely to Lansing agents and 
company men although telegrams and 
letters poured in from scores of Mr. 
Smith’s friends in various parts of the 
state and nation who had heard of the 
dinner arranged by the Lansing organi- 
zation and wished to add their word of 
appreciation for the long and loyal ser- 
vice of the honor guest to the business 
and to the elevating of agency stand- 

ards. 

While stock insurance forces were 
chiefly represented, in view of Mr. 
Smith’s unconcealed prejudices for that 
type of coverage, impressive tributes 
were paid a “friendly enemy” by sev- 
eral prominent mutual insurance execu- 
tives, notably A. D. Baker, president of 
the Michigan Millers Mutual Fire of 
Lansing, and William C. Searl, vice- 
president of the Auto Owners, Lansing 
automobile mutual. George A, Minskey, 
manager of the Mill Mutuals Agency and 
a vice-president of the Michigan Millers, 
was also present. The mutual speakers 
characterized Mr. Smith as a “fair fight- 
er” and one whose word could always be 
relied upon, a rival entitled to their full- 
est respect. 

Speaking for the agents, in addition 
to Ray Throop, association president, 
who presided, were Zelin C. Goodell, 
vice-president of the Dyer-Jenison-Barry 
Co. and Lansing Insurance Agency, and 
Tom King, vice-president and manager 
of the Hacker-King-Sherry Agency, Inc., 
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the latter presenting Mr. Smith with; 
fine traveling case in behalf of the . 
sociation membership. Mr. Goodell, laud. 
ing Mr. Smith as a competitor who hx 
unselfishly devoted a huge amount gj 
time to the welfare of agents in general 
also presented him with a semi-humor. 
ous document containing the names anj 
informal tributes of those in attendance 

Representative of company sentiment 
were expressions from Walter Lewis 
vice-president of the Michigan Surety 
Lansing; Kemp Miller, Western depart. 
ment of the Boston and Old Colony 
Lansing; Francis Hackett, Detroit, ¢o. 
manager for Michigan of the Standarj 
Accident, and William Flint of the Wo. 
verine, Lansing auto insurance company 





WORKING WITH CREDIT MEN 


Wilson and Ragland Talk in Richmond 

On Educational Activities Promoted 

‘ By Local Agents 

Discussing the relation and importance 
of insurance to credit, W. Owen Wilson, 
Richmond, immediate past president Na- 
tional Association of Insurance Agents, 
and Stuart Ragland, also of Richmond 
addressed the Richmond Association ot 
Cr.dit Men at its November meeting 
As the representative of the Nationa 
Association on the advisory board, in- 
surance division, National Association of 
Credit Men, Mr. Wilson said that con- 
mittees of fire and casualty agents are 
being organized throughout the country 
for cooperative work with local credit 
units in 122 cities. Stressing the in- 
portance of this work, he said that the 
insurance men would endeavor to serve 
as best they can in an advisory capacity 
The Richmond credit men manifested 
much interest in the plan. 

Mr. Ragland outlined his idea of the 
different types of insurance that it would 
be well for the average credit manager 
to consider as being important in grant- 
ing credit. He said that the credit man- 
ager, among all classes of business met, 
is perhaps mentally and temperamental 
more kin to the insurance underwriter 
than anyone else. “Each has_ business 
brought to him for acceptance or fe 
jection,” he pointed out. “If either re 
jects too little he brings losses upon his 
company. If either rejects too much 
he drives away good business along with 
the bad. Each must have a broad know! 
edge of business, a keen insight into the 
significance of prevailing trends and ter 
dencies, and a level head not easily u- 
balanced by his emotions. Good insur- 
ance underwriters and good cfedit mana 
gers both run the risk of occasionally 
being considered hard-boiled, but as @ 
rule the censure a man often incu 
whose actions are predicated on fatts 
rather than on feelings are undeserved. 





LECTURES ON CONSTRUCTION 
M. E. Hill, superintendent, public util- 
ity department, National Fire, addres 
the fire insurance unit of the Insurant 
Institute of Hartford on November & 
The subject on that occasion was “The 
Risk—Building Construction.” This 184 
topic which is of particular interest © 
the fire insurance underwriter since" 
deals with the principal types of ile 
ing construction and the various 
ments of importance in connection there 
with such as height, area, floor oper 
ings, external and internal exposures. 
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AHRENS JOINS MEZEY AGENCY 





Formerly President of Rourke & Rourke 
Agency in Brooklyn; Anne Gill 
To Assist Him 

Arthur H. Ahrens, until recently asso- 
ciated with the Rourke & Rourke, Inc., 
agency of Brooklyn as president, has 
joined the A. F. Mezey Agency as mana- 
ger of the Brooklyn office, located at 
16 Court Street. The Manhattan of- 
fice is at 84 William Street. Mr. Ahrens 
will underwrite business for the follow- 
ing companies: United States Fire, City 
of New York, General of Seattle, Pearl 
of London, Standard of New York, Rich- 
mond of New York and Fireman’s Fund 
Ind*mnity. Alexander F. Mezey, head 
of the agency, is a well known producer 
and member of a family prominent in 
the New York insurance field. Assist- 
ing Mr. Ahrens will be Miss Anne Gill, 
who served with him previously as secre- 
tary of the Rourke & Rourke Agency, 
Inc.. for fourteen years. 

Mr. Ahrens was associated with the 
Rourke & Rourke Agency for the last 
seventeen years. He entered insurance 
in 4905 with John M. Whitton & Co. 
He was the first fire underwriter in 
Brooklyn for the Automobile of Hart- 
ford. Later he served five years with 
the Suburban Fire Insurance Exchange. 
Tn 1921 he cooperated with Mr. Rourke, 
then a real estate man, in the formation 
of a local agency under the title of 
Rourke & Canning. Later-the name was 
changed to Rourke & Rourke, Inc. Mr 
Ahrens enjoys an excellent reputation 
among local fire underwriters and his 
assistant, Miss Gill, through her knowl- 
edge of underwriting and her pleasing 
personality, has many friends in the 
brokerage field. 


Ohio Agents’ Ass’n Holds 


Tax Contracts Unnecessary 


Following a visit to Washington, Sec- 
retary J. Llovd and Counsel P. R. 
Gingher of the Ohio Association of In- 
surance Agents claim that the Bureau 
of Internal Revenue has not approved 
any blank forms of contract between in- 
surance companies and their agents and 
that'it will not approve any blank form. 
The agents also contend that the Reve- 
nue Bureau has not said that written 
contracts are required to make an acent 
an independent contractor and to keep 
him from being an employe. Also the 
Revenue Bureau officials are quoted as 
saying that written contracts will not be 
required. 








BRIDGE LEAGUE WINNERS 
Another tournament was held by the 
New York Insurance Bridge League No- 
vember 18. those finishing first. second 
and third in the respective sections be- 
ing as follows: Section 1—First, F. R 


Cameron and JI. C. Clark, American 
Surety: second, Toseph Kett and E. P 
Smith. Norwich Union; third, H. T. At- 


kins. Lynch, Hagan & Atkins, and Georce 
n Fairleig rh. American Agency Bulletin 
Section 2.—First, R. A. Kearney and L 
V. Krebs, Sun Indemnitv; second, Harry 
Reeve, Lethbridce & Co., Inc.. and A. 
Vreeland, Tr., Providence Washington; 
third. C. Riker. Dunn & Fowler, and L. 
M. Adams, Insurance Co. of North 
America. . 














BRONX INS. MEN MEET 


Professor Blanchard and Arthur Goerlich 
Express Opinions on Compulsory 
Automobile Insurance 
At an open meeting of the Bronx In- 
Association, held at the 
Veterans Memorial Hall in the Bronx 
County Building, Professor Ralph H. 
Blanchard of Columbia University School 
of Business spoke on compulsory auto- 
mobile insurance. Professor Blanchard 
stated that a number of states had finan- 
cial responsibility laws, which provided 
that car owners were required to take 
out insurance only after they have had 
an accident and judgment entered 

against them. 

Professor Blanchard stated that Massa- 
chusetts was the only one with compul- 
sory automobile insurance. Each year 
for the past ten years, at which time 
compulsory automobile insurance became 
operative in Massachusetts, the commis- 
sioner of insurance goes over the records 
and establishes the rates for the ensu- 
ing year, and even though the rates have 
been increased each year, the ‘claims 
paid by insurance companies were $16,- 
000,000 more than the premiums from 
1927 to 1935. In 1936, however, the com- 
panies were able to break even. 

Arthur Goerlich, president of the 
Bronx Insurance Men’s_ Association, 
who has given a great deal of time to 
the study of compulsory automobile in- 
surance, also addressed the meeting. Fol- 
lowing the meeting there was an open 
discussion at which Professor Blanchard 
and Mr. Goerlich answered questions. 


Heads Illinois Brokers 


Carl A. Berger, Chicago, has been 
elected president Insurance Brokers As- 
sociation of Illinois. He was vice-presi- 
dent for three years. Vice-presidents 
re-elected are Gail Reed, Fred S. James 
agency; J. J. Monahan, Johnson & Hig- 
gins; J. A. Mudd, Jr., president National 
Association of Insurance Brokers. New- 
ly elected vice-presidents are Joseph 
Schwartz and Clarke E. Nolan. J. C. 
Shepherd was re-elected treasurer, and 
Angus Chassells was re-elected secre- 
tary. 
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Portland, Me., Agent Marks 


Fiftieth Anniversary 


Herman W. Susskraut, head of the 
well known Dow & Pinkham Agency of 
Portland, Me., tomorrow celebrates the 
completion of fifty years in insurance. 
Next Tuesday evening fieldmen repre- 
senting companies in the Dow & Pink- 
ham Agency are giving a dinner to Mr. 
Susskraut to which a number of com- 
pany executives have been invited. 
Companies represented in the agency 
include the Aetna, Commercial Union, 
Home, Insurance Co. of North America, 
Liverpool & London & Globe, New 
Hampshire Fire, Northern Assurance, 
Phoenix of London, Queen, Westches- 
ter Fire, Globe Indemnity and Fidelity 
& Casualty. 








Malatesta Renominated 


By San Francisco Brokers 
Stephen A. Malatesta, president, In- 
surance Brokers Exchange of San 
Francisco for the past three years, has 
been renominated. J. H. Voorsanger 
and George A. Marks are nominated 
for first and second vice-presidents re- 
spectively. R. D. Blake, E. P. Jones 
and Charles Kispert nominated for 
board of governors for a two year term. 
Fred Hansen and George Czinger nomi- 
nated for arbitration committee, two 
year term, All are expected to be elected 
at the annual meeting December 8 with- 
out opposition. 

Mr. Malatesta’s administration was 
marked with many aggressive and con- 
structive actions including recent amend- 
ments to the constitution giving the 
board of governors the power to grant 
relief to members and creation of affili- 
ate membership for brokers outside San 
Francisco metropolitan area. The ex- 
exchange just issued a long list of rules 
and regulations governing relief appli- 
cations indicating strict control. Also 
has issued a message and invitation to 
about 1,500 outside brokers to become 
affliated with idea of strengthening 
broker’s position in California. 
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General Brokers Ass’n 
Renominates All Officers 





GEORGE F. SULLIVAN 


All present officers of the General 
Brokers Association of the Metropoli- 
tan District were renominated at the 
monthly meeting held last week. They 
are as follows: 

President, George F. Sullivan; vice- 
presidents, first, S. Nicoll Schwartz; sec- 
ond, William J. McLaren; third, Julius 
A. Cohen; fourth, Peter E. Kramer; 
fifth, Harry K. Weiss; secretary, Leon- 
ard "Jacobs ; financial secretary, Joseph 
Wank; treasurer, Abraham Prusoff. Ex- 
ecutive committee, Herman A. Bayern, 
Louis Escher, Frederick 1. Ettlinger, 
Robert M. Ferguson, Nathan Greenbaum, 
Reuben Jacobson, John Frederick Nubel 
and Paul Simon. 


BROOKLYN AGENCY CHANGES 

George F. McEwen has become prest- 
dent of the Brooklyn agency of Rourke 
& Rourke, Inc., 152 Montague Street, 
following the resignation of Arthur H. 
Ahrens. Also Miss Anna Caravella has 
become secretary to succeed Miss Ann 
Gill. Mr. McEwen joined the agency 
as a fire underwriter a year ago after 
having served in insurance for sixteen 
years with the Cavanagh Agency, Inc, 
~ with Andrews & Evans. Miss Cafa- 
ei la has been with Rourke & Rourke, 
Inc., for eight years as cashier and book- 
keeper. Louis Haines has joined the 
agency as fire counterman. He was pre- 
viously with Andrews & Evans. Robert 
4. Dodd, formerly with the Great Amef- 
ican, takes charge of the casualty under- 
writing division. Companies represented 
by the agency include the National Lib- 
erty. Norwich Union, Queen and New 
York Casualty. 


JOHN G. ROGERS DEAD 








well 


John G. Rogers, 70 years old, 
known local agent of Mechanicsville, 
N. Y., died last Saturday after a short 
illness. His wife died some years 28% 


Mr. Rogers entered insurance in 

when he purchased the insurance and 
real estate business of the late Charles 
Howland. : 
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@ New Guinea (just north of Australia 
and part of the one-time “Cannibal 
Islands” groups) is one of the really 
wild frontiers of the world which has 
been only partly explored. 


To penetrate further into this island 
territory the American Museum of 
Natural History recently sent out a 
scientific expedition, headed by Mr. 
Richard Archbold. Insurance on the 
plane pictured above, which was an 
important part of the expedition’s 
equipment, was arranged by Mr. Page 
Hufty of Washington, D. C., under a 


policy written in New York through 


the Aero Insurance Underwriters 
in the Royal-Liverpool Groups. The 
plane, while moored, was wrecked by 
a violent windstorm and the “Royal” 
paid a claim of $57,000. 


With their world-wide connections for 
the prompt and efficient handling of 
claims, Royal-Liverpool Companies 
can guarantee to representatives and 
insureds full consideration of usual or 
unusual risks, whether located at 
home or abroad. 


This is No. 3 of the series, “’Round the World 
with the Royal - Liverpool Groups.” No. 4 


finds the Groups insuring Nippon temples. 





( Photograph by courtesy of Mr. Richard 
Archbold and Times Wide World. 
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ROYAL’ LIVERPOOL GROUPS 


ONE HUNDRED FIFTY 


BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD. ° 
THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. ¢ 
FEDERAL UNION INSURANCE COMPANY . ROYAL INSURANCE COMPANY, LTD. ° 


AMERICAN & FOREIGN INSURANCE COMPANY ° 
THE LIVERPOOL & LONDON & GLOBE INSURANCE CO, LTD. ¢ 
THE NEWARK FIRE INSURANCE COMPANY ° 


WILLIAM STREET, NEW YORK, N. Y. 


CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA 
QUEEN INSURANCE COMPANY OF AMERICA 
STAR INSURANCE COMPANY OF AMERICA 
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Bennett Backs Interpretation of 
New Company-Agency Agreement 


“National 
Walter 
Association 


subject, 
Agreements,” General Counsel 
H. Bennett of the National 
of Insurance Agents developed the le- 


Speaking on the 


gal aspects of the constructions placed 
on the fire and casualty agreements in 
his addresses before the Indiana Asso- 
ciation of Insurance Agents at Indianap- 
olis last Tuesday and the Illinois Asso- 
ciation at Rockford last Wednesday. Say- 
ing that the matter of the fire contracts, 
the Fidelity & Casualty’s individual con- 
tract, and more recently the contract 
prepared by the Association of Casualty 
& Surety Executives, have now been ad- 
justed satisfactorily, Mr. Bennett con- 
tinued: 

“No had_ the ‘Go’ 
signal been published than the National 
Association’s headquarters office in New 
York was fairly swamped with requests 
for information, the majority concerned 
with the legality of the proceedings and 
the effect on incorporated agencies. 
These questions are entirely in order.” 

Pointing out that “what we have for 
consideration here is an original con- 
tract with accompanying construction 
and interpretation in writing,” Mr. Ben- 
nett said: 

“T could cite you numerous cases where 
the courts have held that all tie writings 
forming part of the same transaction are 
held as one, and also where parole evi- 
dence is held as admissible. There is 
no need here for us to consider parole 
evidence, because the instruments we are 
discussing are in writing. It is men- 
tioned solely to show that the courts 
of the land, in construing contracts, are 
governed not by one phase but all the 
writings in connection with them, and 
parole evidence of established use and 
custom. 

“By way of example, let me quote the 
case of T. P. Mills v. Village of Carth- 
age, where the New York courts held 
as follows: 

“*p sae ~ sis . 4 

Practical construction by uniform 
and unquestioned acts from the outset, 
especially when continued for a long pe- 
riod of time, is entitled to great, if not 
controlling weight, for it shows how the 
parties who made the contract under- 
stood it. If they do not know what they 
meant, who can know? Such a construc- 
tion is presumed to be right because it is 
made by the parties themselves when 
under the influence of conflicting inter- 
ests. This is true whether the construc- 
tion is by contemporaries or their suc- 
cessors, for it is self-interest that makcs 
the construction valuable and safe!’ 

“The decision is only one of many 
showing the tenor of court decisions 
under the law of contracts. From per- 
sonal observations, I have not the slight- 
est idea that any of your companies, 
with which you have been associated on 
a basis of mutual satisfaction for years, 
either now or in the future, would force 
you into litigation in an attempt to hold 
you to the letter of the fire insurance 
agency contract, ignoring the interpret- 
ing and construing instrument agreed 
upon. 


sooner promised 


Incorporated Agencies 


Mr. Bennett turned next to the many 
requests he had received for guidance 
in the matter of an incorporated agency. 
He said it would be exceedingly difficult 
to understand how one corporation could 
be considered as the employe of another, 
and that the true intent of the Social 
Security legislation, insofar as the unem- 
ployment tax is concerned. is to provide 
some relief to the individual who may 
become unemployed and unable to ob- 
tain employment. Therefore, he said, it 
is logical that one corporation is pre- 
cluded from being held the employe of 
another, as a corporation could not be 


considered an employe for the purposes 
intended by the Federal Social Security 
Act, and continued: 


“However, there is another angle to 
this particular question. The failure of 
an incorporated agency to sign and re- 
turn the agreements leaves a_ blank 
space in the company records, and per- 
haps in the Federal Social Security 
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Records, as to that agency and the com- 
pany with which it is doing business. 
This might lead to investigations by the 
Internal Revenue Bureau; the examina- 
tion of records and files in the agency 
office by Federal employes; like exami- 
nations in the home office and a general 
reopening of the entire question with 
the attendant annoyance it might bring 
forth. 

“Therefore, notwithstanding what I be- 
lieve to be the law covering the rela- 
tionship of an insurance company and 
an incorporated insurance agency. I ad- 
vance the observation that the simplest 
and easiest thing to do is for the agency 
corporation to sign the agreement as 


proffered and return it to the com 
Expressing the opinion that the m 
ter of whether the agreements gyi 
be signed individually or as a com. 
tion is for determination in aggor 
with past procedure and with the 
erning state laws, because some ad 
do not permit licensing of corporat, 
Mr. Bennett concluded this section f 
Saying: 1 
_ “In such a movement, I can see noth 
ing inconsistent with the former mi, 
tionship between the company and 4 
‘ncorporated agency, nor anything ti 
is likely to arise to embarrass the ager 
bv reason of execution of the ” 
ment.” oer 


COMPLETE SATISFACTION 
Liiva oe em (Arent 


OTHING insures the growth and permanence of a broker’s 


clientele more than his client’s complete satisfaction with 


the insurance company his broker recommends. 


Every time a broker places an Atlantic participating policy he 


builds good-will for himself by providing his-client with “All 3” 


—unquestioned security, a share in profits without possibility of 


assessment, and the continuing service of a broker or broker- 


agent. 


Complete satisfaction often requires the exercise of great care 


and patience on the part of both broker and Atlantic under- 


writers, so that the custom-made Atlantic policy will fully meet 


the needs of the broker’s client. 


But the principle of selected risks enables Atlantic to adjust 


losses promptly, generously, ungrudgingly—and the insured’s 


continuing satisfaction with Atlantic insurance spreads to the 


broker who arranges it. 


Send for our 1937 booklet—“Atlantic Offers All 3” 
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Brooklyn Commerce Chamber Issues 


Bulletin on Riot and Strike Risks 


Members of the Brooklyn Chamber of 
Commerce are being urged by the gen- 
eral insurance council of that, organiza- 
tion to give close consideration to in- 
surance against riots, strikes and mali- 
cious damage, for the reason that gen- 
eral fire, inland marine, automobile, and 
sprinkler leakage policies do not give 
protection against these riot hazards. A 
bulletin has been sent to members of 
the Chamber explaining riot and strike 
coverage. As this bulletin. has been issued 
prior to promulgation in the East of 
the new supplemental, or extended cov- 
erage, contract the changes which this 
new form will bring about were not 
mentioned. With respect to riot cover- 
age the principal changes are that dam- 
age done during sit-down strikes will 
be covered while coverage against in- 
surrection has been deleted from the 

olicy. 
nthe Srectiivn Chamber’s insurance 
council recommends as desirable insur- 
ance practice that: 

“| Insurance policies (principally all 
those covering property risks), be ex- 
amined carefully to determine whether 
or not coverage is effective under condi- 
tions of: (a) riot, riot attending a strike, 
civil commotion, insurrection: (b) strike 
not involving rioting, etc.; (c) malicious 
damage, sabotage, vandalism. 

“) Wherever present fire policy does 
not cover one or more of the following, 
that prompt consideration be given to 
the desirability of covering such risks, 
namely: (a) fire caused by riot, com- 


Liberties Clause 
(Continued from Page 31) 


cover of the policy with regard to the 
termination of the risk at the final port 
of discharge shall not be altered or mod- 
ified by the operation of the Liberties 
Clause. 


The other exception is that there shall 
be no liability under the policy for “loss 
or damage occurring after the termina- 
tion of such contract of affreightment 
and proximately caused by delay or in- 
herent vice or nature of the subject mat- 
ter insured.” 


This provision aroused some discussion 
at the time the clause was drafted. I 
see that I wrote at the time: 

“This does not mean that these contingencies 
are covered before the contract of affreightment 
has terminated, but that the policy is not 
extended to cover them by the terms of the 
clause.” 

I will now go even further. Since some 
marine policies are extended in these 
days to cover delay, inherent vice and 
other causes of loss of a similar nature, 
it would seem that even if these causes 
of loss were covered before the contract 
of affreightment was terminated, they 
would cease to be covered after it had 
terminated unless, of course, it was spe- 
cially stipulated in the policy that this 
should not be so. 


The real aim of the concluding para- 
graph of the clause is, however, to keep 
the policy within the terms of its origi- 
nal Jntention. If, owing to the exercise 
of liberties granted to the shipowner un- 
der the contract of affreightment, the 
voyage is terminated elsewhere than at 
the contractual destination, the cargo 
Owner is protected by his policy so far 
as deviation, change of route, or any 
Other similar circumstances are con- 
med, but his protection is limited to 

€ original terms of the policy so far 


AS the perils ins i T 
ured against a » 
cern 1 g t e con 





; GLENS FALLS DIVIDEND 
popirectors of the Glens Falls of Glens 
alls, N, Y., have declared the regular 
quarterly dividend of 40 cents a share, 
Pprable January 2, 1938, to stockholders 
ot record December 15. 


motion, etc.; (b) fire following explo- 
sion caused by riot, etc.; (c) explosion 
caused by riot, etc. 

“Re ‘sit-down’ strikes: It has been 
renerally conceded by the underwriters 
that where insurance is carried against 
loss caused by malicious damage, sabot- 
age, or vandalism, in addition to riot 
insurance, such property damage would 
be covered if sustained during a ‘sit- 
down’ strike. 

“Re use and occupancy insurance: 
3usiness interruption, or as more fre- 
quently called ‘use and occupancy in- 
surance,’ which generally covers the loss 
of fixed charges and net profits as de- 
scribed in the policy, resulting from a 
partial or total shutdown, or loss of the 
use of the insured property, can also 
be secured by a supplemental coverage 
endorsement to your existing fire use 
and occupancy policies, extending this 
insurance to cover damage caused by 
riot. explosion, riot attending a strike, 
malicious damage, vandalism, and/or 
sabotage. 

“How to protect yourself: Considera- 
tion of all the contributing conditions 
and circumstances will indicate reasons 
for or against various changes in the in- 
surance carried. Such factors should be 
weighed carefully to avoid the waste of 
unwarranted insurance or the dangers of 
inadequate protection. 

“Your insurance broker or agent 
should be in a position to give you full 
information as to your present coverage 
and additional costs if necessary.” 


HESS BUYS IN FLORIDA 


Herbert S. Hess, Syracuse, N. Y., 
agent, has purchased a home in Lake- 
land, Fla., and will reside there per- 
manently. 





BRITISH FIRE LOSSES DROP 


Low October Total Brings Figure for 
Year to Date Below Corresponding 
Period of 1936 

After a costly experience for insur- 
ance in September, direct damage done 
by outstanding fires in Britain and Ire- 
land in October was relatively low. It is 
estimated at £260,000 ($1,300,000), against 
£982,000 ($4,910,000) for September and 
£601,400 ($3,005,000) for October, 1936. 

These figures only take into account 
outbreaks in which the damage amounted 
to £1,000 or more, and, adding the usual 
60% in respect of the large number of 
outbreaks costing individually less, the 
total cost of all fires in October becomes 
£416,000 ($2,080,000). This compares with 
£1,571,000 for September and £962,000 for 
October, 1936. The only really big out- 
break last month was at a picture theater 
in Glasgow resulting in £55,000 ($275,000) 
damage. 

Until the end of August the total esti- 
mated cost of all fires in Britain this 
year was substantially below the corre- 
sponding figure for the first eight months 
of 1936, but the bad experience in Sep- 
tember caused the total for the nine 
months to exceed that for the first three- 
fourths of last year. The light losses in 
October have again reversed the position, 
so that the total cost of the direct fire 
damage in Britain and Ireland during the 
first ten months of this year, at £8,071,- 
000 ($40,355,000), is less by £139,000 
($695,000) than the corresponding total 
for the same period of 1936, 


Albany Meeting 


(Continued from Page 20) 








the organization’s growth in size and 
prestige, 

Mr. Frank, Hanover, as historian, told 
how the club grew out of meetings of 
special agents and bureau adjusters held 
back in 1912, and before that, at Keeler’s 
old restaurant in Albany. Percy W. 
Ling, now secretary of the North British 
& Mercantile, but a field man at Albany 
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he receives. 


CONFIDENCE 


The confidence a client has in an Agent 
is nurtured by the quality of the service 


The quality of an Agent's service de- 


pends fundamentally on the facilities 


of the Company, and, of course, its 


financial strength. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE: 1600 Arch St., Philadelphia, Pa. 
NEW YORK OFFICE: Central Fire Agency, — 


92 William St., N. Y 


CHICAGO OFFICE: 209 W. Jackson Boulevard 
SAN FRANCISCO OFFICES: 


§ Fire—425 Montgomery Street 
| Marine—231 Sansome Street 








N. J. Rules Revised 

The Schedule Rating Office of New 
Jersey has revised its rules to the 
extent that all properties located in 
towns with public fire protection 
classification of “A,” “B” or “C” will 
be considered as protected risks if 
within 750 feet air line of a_ public 
fire hydrant and three miles of a 
fire house of such municipality. Agents | 
should review their writings which 
may be affected by this revision. Re- 
turn premiums on existing insurance 
cannot be granted by endorsement 
(see rule 87 of the book of Rules 
and Class Estimates) but policies may 
be canceled pro rata and rewritten at 
reduced rates for a period of one year 
or longer. 





then, suggested in 1912 that a fieldmen’s 
club be organized patterned after the 
Smoke & Cinder Club of Pittsburgh. This 
idea found ready acceptance. Mr. Ling 
was elected president of the new club 
with Herbert E. Maxson vice-president, 
Mr. Tompkins secretary and Walter C. 
Howe treasurer. A fine spirit of inutual 
helpfulness was developed among club 
members as the years passed. 

At the time of the club’s formation 
fieldmen and local agents as groups were 
not on such friendly terms as they are 
today, and it was not until 1915 that the 
special agents and local producers sat 
down together at a club banquet. Since 
then relationships with local agents have 
continued to become more intimate and 
at last Friday’s dinner a number of 
agents were in attendance. Aside from 
Mr. Austin, Peter D. Kiernan, another 
of Albany’s outstanding producers, was 
called upon to say a few words. A pol- 
ished speaker, he told a few anecdotes 
and closed with a toast “to the memory 
of those who have passed beyond and 
good luck to those now carrying on.” 

Impressive Memorial Service 

A beautiful and impressive tribute was 
paid to former members of the club who 
have died. At one end of the banquet 
hall, screened from general view, was a 
long table with a place set for every 
present or former member who has 
passed away. At a given signal the room 
was darkened, the screens removed and 
a spotlight thrown on this table where 
lighted candles marked the places re- 
served for those to whom honor was 
paid. Mr. Frank said that no personal 
tributes would be voiced but he asked 
those present to recall individually faces 
and personalities as names of the dead 
were read. As each name was sounded 
the waiter assigned to that table stepped 
behind an empty chair and after a mo- 
ment of silence extinguished the candle 
there. At the conclusion of this me- 
morial ceremony the screens were re- 
placed. 

The New York Insurance Department 
was represented by Deputy Superintend- 
ent Thomas J. Cullen, George H. Jami- 
son, in charge of licensing, and Leonard 
Gardner, counsel. Mr. Cullen said the 
Department was fortunate in having 
such organizations as the Albany Field 
Club and others helping to keep insur- 
ance upon a high plane. 

Mr. Van Vranken, now vice-president 
of the Home of New York Fleet in 
charge of loss adjustments, said he was 
proud to be a graduate of the Albany 
Field Club. He found that membership 
did a lot of good for him and he sug- 
gested that every field man, if he wants 
to be smart, should join the field organi- 
zation in his particular territory. In 
closing, he paid tribute to his friends 
among local agents who had found time 
to teach him when he was young in in- 
surance and needed help. No company 
will ever progress without a fine field 
staff, such as is represented in the mem- 
bership of the Albany Field Club, he 
said. 

Others who spoke briefly were C. A. 
Tillotson, former club president and now 
superintendent of agencies of the Lon- 
don & Lancashire; Lawrence Daw, man- 
ager of the Syracuse division of the New 
York Fire Insurance Rating Organiza- 
tion, and Edward H. am Ree New 
York state agent, Firemen’s of Newark. 
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; ) all too fruitful sphere for taxation and 
uardian anager [ ells Insurance Ss have come to regard the companies, es- 
pecially in times of national emergency, 

P 3 ~— as ever ready to provide funds for 
ontributions and Opportunities ante 

. offices in financing industrial expansion 
Delivering the presidential address peoples of many countries, and I earnest- is equalled only by their loyalty to 
before the Insurance Institute of Lon- ly believe that future generations will stable government in times of stress 
don a short time ago, A. G. Sweet, gen-_ similarly realize that unreasonable in- and by their disposition to subscribe 
eral manager of the Guardian, paid terference with private enterprise brings largely to loans for governmental, pro- 
tribute bo a rer on : . a train greater disadvantages than vincial, and municipal development. 
1s sometimes sal at supply must wa enefits. When it has been necessary the insur- 


on demand, but President Sweet de- “G er 4 
.. ‘ { overnments have found insurance an ance compani - 
clared that insurers tried all the time ce companies have never placed pure 


to anticipate demand. 


ly business considerations 
otic requirements, 
_ “It was never expected, howe 
insurance companies would 
fairly discriminated cone a ie 
have been _in the matter of the Nati n! 
Defense Contribution. Interest an 
reserves, which represent undistributc 
profits, are to be taxed, while ie 
case of other industrial concerns : 
interest is free from this special — 
tion. This is a matter of great = 
cern to insurance companies and shou 
(Continued on Page 31) 
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“Some of the forms of insurance nowa- 
days regarded as essential,” he contin- 
ued, “had their origin in the pioneering 
spirit of insurers. In aviation insur- 
ance they have been prepared to take 
unknown risks in order that an adequate 
market for covering these new hazards 
should be available.” 








Premiums Net of Commissions 


Turning to the question of expenses, 
Mr. Sweet referred to the substantial 
proportion of the expenses of com- 
panies that are paid in commission and 
he said it would be more logical if in 
the non-marine departments they could 
follow the practice of the marine de- 
partments of showing in their accounts 
premiums net of commission and 
brokerage, 

“Much of the rest of companies’ ex- 
penses,” he added, “goes in direct ser- 
vice to policyholders, and this is par- 
ticularly noticeable in engineering in- 
surance, where the charges for service 
absorb the major part of the premium. 
In fire insurance the expenses of sur- 
veying result in the reduction of risks 
and a corresponding fall in premium 
receipts, but, from the viewpoint of the 
insured, this expenditure is productive 
of real economy and ought not to be 
counted against the offices. 

“Further, so far as individual towns 
are concerned, the margin between pre- 
miums received and claims paid do not 
by any means represent money taken 
out of the district by insurers. Some 
of the expenses go in the maintenance 
of branch offices, which are usually as- 
sessed adequately for rating purposes, so 
that the companies make a direct con- 
tribution out of expenses to municipal 
development, apart from the large sums 
they pay in national taxation, much of 
which is returned in the way of public 
works to the various places in which in- 
surance is transacted. The salaries 
earned by the staffs is spent mainly in 
the town in which they are employed. 
Insurance thus makes a substantial con- LG) ies +4 
tribution to the welfare of every com- ° 
munity, and, in addition, if a town be Ti —$—$— ee 
called on to face a catastrophe or con- 
flagration insurance is ready to put into 
that town more than it is ever likely 
to take out. 

“In the past insurers have been active- 
ly concerned in the encouragement of 
safety measures in factories, as else- 
where, and they have thus materially 
reduced the loss ratio and increased, in 
proportion, their expenses. No one has 
the interests of workmen more at heart 
than the insurers, and they have shown 
a real sympathy toward schemes for the 
rehabilitation of injured employes so as 
to facilitate their early return to em- 
ployment. In this world it is impossible 
to have things both ways, and while it 
is probable that insurers would be pre- 
pared to expend money in the estab- 
lishment and maintenance of clinics for 


the after-care of injured workmen—a o 
matter of good business for insurers, em- rea 
ployers, and workmen alike—their out- 7 ™ erican 
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the legitimate activities of insurers 


tem of government control or one of 
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The Great American Group 

of Insurance Companies 

writes practically all forms 
of coverage except Life. 
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Casualty Surety 














Cou 
N 


The Se 
Appeals, 
y, Naviga 
9 F. (2d 
of the Fe 
ern New 
ing the i 
of a car 
the carrie 

The in: 
sixty-seve 
portation 
the carrie 
lading da’ 
the shipn 
was foun 
which hac 
consideral 
The merc 
bill of 1 
order and 
receipts g 
1, 1926, 
stained Db: 

The cot 
the false 
lading. 1 
ment was 
from the 
refusal te 
York Cit: 
The insur 
action wa 
cur on bi 
on shore 
appeal fin 
was enter 
company 
filed this 
signee’s 
damages 


One Year 


The Ci 
the sole 
on appeal 
precluded 
cause of 
assertion 
bill of la 
was barr 

“Long | 
ery of the 
the consis 
showed €¢ 
shipped. 
not plead 
did not b 
decay at 
not excus 
against t 
years, 
_“Libelas 
ing conce 
rier and ¢ 
signee in 
provision 
upon wit! 
it. Unite 
200 U. S. 
U.S. 13 
year limit 
to bring 
lading ani 
Act whicl 
to the ca 
full force 

“Nothir 

een sho 
the bene! 
nothing t 
security ¢ 
Ing suit 
Suing the 
the cont 
collect hi 

‘N 
















26, 1937 


November 26, 1937 







THE EASTERN 
UNDERWRITER 













—jutomobile pp 
Pe Ercni an ence 


PS RALEE 








Page 31 














PTE patrj. 
ever, that 


© So up. 
as the 
Nationa] 
t on the 
Histributed 
€ in the 
ENS such 
cial taxa. 
reat Con- 
nd shoul 
1) 


The Second Federal Circuit Court of 
Appeals, Switzerland General of Zurich 
y, Navigazione Liberia Triestina, S. A., 
9} F. (2d) 960, has reversed the decree 
of the Federal District Court for south- 
em New York (14 F. Supp. 816) grant- 
ing the insurance company, as subrogee 
of a cargo owner, a recovery against 
the carrier shipowner for $1,407. — 

The insurance company had insured 
sixty-seven cases of cheese for trans- 
portation from Naples to New York on 
the carrier’s steamship under a bill of 
lading dated September 29, 1926. When 
the shipment arrived at New York, it 
was found to be damaged by worms 
which had eaten or caused to run out a 
considerable portion of the butter fat. 
The merchandise was described in the 
bill of lading as “in apparent good 
order and condition,” whereas the mate’s 
receipts given on loading dated October 
1, 1926, bore the notation “all cases 
stained by contents.” 
The consignee paid for the cheese on 
the false representation in the bill of 
lading. Upon discovery that the ship- 
ment was damaged he claimed the loss 
from the insurance company and on its 
refusal to pay recovered in the New 
York City Court a judgment for $1,496. 
The insurance company’s defense in that 
action was that the damage did not oc- 
cur on board the vessel but originated 
on shore long prior to shipment. After 
appeal final judgment for the consignee 
was entered April 6, 1932. The insurance 
company paid it, and on June 13, 1932, 
filed this libel as subrogee to the con- 
signee’s claim against the carrier for 
damages under the bill of lading. 


One Year Limitation Applies to Insurer 


The Circuit Court of Appeals found 
the sole question for its consideration 
on appeal was whether the iibelant was 
precluded from maintaining the suit be- 
cause of the one-year limitation for the 
assertion of such claims contained in the 
bill of lading. The court held the suit 
was barred for the following reasons: 
“Long before one year after the deliv- 
ery of the cheese in New York we think 
the consignee learned that the cases had 
showed external signs of decay when 
shipped. In any event, the libelant has 
not pleaded or proved that the consignee 
did not become aware of these signs of 
decay at a relatively early date and has 
not excused the delay in bringing suit 
against the respondent for over five 
years, 
_ “Libelant had the burden of establish- 
ing concealment on the part of the car- 
ner and diligence on the part of the con- 
signee in order to escape the contract 
Provision that his claim must be sued 
upon within one year after presenting 
it. United States v. Oregon Lumber Co., 
260 U. S. 299; Wood v. Carpenter, 101 
U, S. 135, 140. Accordingly the one 
year limitation of the time within which 
to bring suit prescribed by the bill of 
lading and the British Carriage of Goods 
Act which is incorporated therein applies 
to the cause of action in the libel with 
full force and effect. 
Nothing resembling a deviation has 
been shown to deprive the carrier of 
the benefit of the limitation and it did 
nothing to lull the consignee into false 
Security or to induce him to delay bring- 
mg suit for many years. Instead of 
suing the steamship line for a breach of 
the contract of carriage he chose to 
collect his loss from his underwriter. 
‘Now, about five years after discov- 
ery that the cheese was decaying at the 
hy when it was shipped and the false 
ill of lading was issued, the underwriter 
, undertakes to enforce the claim of the 
insured against the carrier. The libel 
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Court Holds Subrogation Rights 
No Greater Than Those of Assured 


was filed long after the time had ex- 
pired within which suit could be brought 
under the terms of the bill of lading. 

“In exercising its right of subrogation, 
the insurance company proceeds wholly 
in the right of the insured and its claim 
is subject to all the defenses which the 
carrier might assert against the con- 
signee. While it acted with reasonable 
promptitude after judgment had gone 
against it in the action by the insured, 
its rights depend on those of the insured 
and its cause of action against the car- 
rier has long since been barred. We 
think neither reason nor authority sup- 
port libelant’s cause of action.” 

The opinion was by Augustus N. Hand, 
Circuit Judge. 


A. G. Sweet Talk 


(Continued from Page 30) 

be remedied by the government if ob- 
vious unfairness is to be avoided.” 

Accident Field Offers Opportunities 

While President Sweet stated that by 
far the greater part of insurance prop- 
erty is covered against the risks of fire 
and that the prospects for development 
of fire business seem to be dependent, 
in the first place, on an increase in 
aggregate wealth, a revision upwards of 
the value insured, and a more general 
adoption of consequential loss coverage, 
loss coverage, the accident department 
is thought still to offer a large field 
for exploration, and as the complexities 
of civilized life increase insurable con- 
tingencies are constantly appearing. 

“Marine insurance will benefit if, in 
years to come, there is a greater recog- 
nition by the nations of their essential 
inter-dependence, with a consequent 
growth of overseas trade. There is still 
much room for progress in life insur- 
ance, while I think that the greatest 
future development may take place in 
forms of social insurance—namely, group 
life, pension schemes, and provision for 
sickness.” 





Liberties Clause Gives Cover to 
Contractural Destination of Cargo 


An interesting question concerning the 
meaning of the Liberties Clause (termi- 
nation of contract of affreightment) in 
the Institute (British) cargo clauses was 
recently submitted to D. King-Page, ma- 
rine insurance editor of the Liverpool 
Journal of Commerce. Stating that he 
is not at all clear whether forwarding 
provided for must be by the original 
shipowner or not the person submitting 
the question continued: 

“I have great difficulty in construing 
the ‘Liberties Clause’ in a policy, and this 
difficulty is shared by a number of my 
lay friends. Briefly, it is this. Supposing 
a shipowner terminates his contract of 
carriage at Hong Kong instead of Shang- 
hai and the consignee forwards the 
goods under a new bill of lading issued 
by a different shipowner, does the pol- 
icy insuring the goods from the United 
Kingdom to Shanghai automatically cover 
the voyage Hong Kong to Shanghai by 
reason of the Liberties Clause (and a 
suitable additional premium), or is the 
policy concluded when the first contract 
of affreightment is terminated ?” 

The Liberties Clause only dates back 
to April, 1936, when the Institute cargo 
clauses were amended. It replaced the 
War Risks and Sanctions Clause which 
had been rather hastily adopted in Oc- 
tober, 1935, to meet the circumstances 
arising out of the Italo-Abyssinian affair, 
and it remedied certain defects which had 


drafted and which had become patent in 
practice. It reads: 

“In the event of the exercise of any liberty 
granted to the shipowner or charterer under 
the contract of affreightment whereby such 
contract is terminated at a port or place other 
than the destination named therein, the goods 
are held covered in terms of the policy at a 
premium to be arranged until sold or delivered 
at such port or place, or notice be given to 
underwriters to terminate the policy whichever 
first occurs; or, if the goods be forwarded to 
the destination named herein or to any other 
destination, until arrival at destination (subject 
to the provisions of Clause I, as to the period 
covered after discharge overside from_ the 
overseas vessel at final port), provided always 
that no liability shall attach to this policy 
for loss or damage occurring after the termi- 
nation of such contract of affreightment and 
proximately caused by delay or inherent vice 
or nature of the subject matter insured.” 


Covered to Destination 


Now in the suppositious case under 
consideration, the owner of a_ vessel 
bound from United Kingdom to Shang- 
hai terminates the voyage at Hong Kong 
under the liberty to do so granted to 
him in the contract of affreightment. 
The goods are forwarded to Shanghai 
under another contract of affreightment ; 
it does not matter by whom, it is suffi- 
cient that they are forwarded to the des- 
tination named in the policy (not neces- 
sarily the destination named in the orig- 
inal contract of affreightment). Let us 
abbreviate the wording of the clause so 
as to arrive at just that part which ap- 
plies to these circumstances. 

“The goods are held covered in terms of the 
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goods be forwarded to the destination named 
herein until arrived at destination.” 

This is all that is necessary to quote 
to answer the question put by my cor- 
respondent. The original carrying ship- 
owner has terminated his contract of 
affreightment. The goods have been for- 
warded to the destination named in the 
policy, That is all that matters, so far as 
the question of whether the cover of the 
policy is continued until the goods reach 
the destination named therein, or wheth- 
er the policy is concluded when the first 
contract of affreightment is terminated. 

If underwriters had intended the cur- 
rency of the policy to be dependent upon 
the currency of the original contract of 
affreightment they would have said so 
in the clause. To do this would, how- 
ever,: have defeated the intention of the 
clause, which is to give the assured prop- 
er protection throughout the course of 
his adventure, even if owing to unfore- 
seen circumstances it cannot be com- 
pleted in the original carrying vessel. 

Of course, underwriters require an ade- 
quate additional premium if, owing to 
such unforeseen circumstances, the risk 
is increased and they have provided for 
this in the clause, but their intention is 
to protect the assured throughout the 
whole insured adventure, unless the as- 
sured himself determines the contract of 
insurance by giving notice to his under- 
writers to that effect. This he can do 
under the specific provisions of the 
clause. 

It would be grossly unfair if under- 
writers adopted any other attitude to- 
wards the circumstances in which the 
clause becomes operative. Neither they, 
nor the cargo owner, can dictate to the 
shipowner what liberties he may obtain 
under his contract of affreightment, but 
competition insures that such liberties 
shall not be inequitable or excessive, so 
that underwriters can safely accept the 
situation created by their existence. 

Once the adventure has commenced, 
neither underwriters nor the cargo owner 
can control it. The cargo owner may 
have recourse against the shipowner if 
he does not fulfill his contract, but only 
the shipowner can control the actual 
voyage. In such circumstances the cargo 
owner must be sure that his policy of 
insurance will protect him in all circum- 
stances beyond his control. We know 
that even when liability ultimately rests 
with the shipowner, underwriters gener- 
ally assume the initial liability and re- 
cover from the shipowner under their 
subrogated rights. 


Unfair to Leave Assured Unprotected 


In the situation supposed by my cor- 
respondent it would be grossly unfair to 
leave the cargo owner unprotected be- 
cause the shipowner had terminated the 
contract of affreightment at Hong Kong. 
He, the cargo owner, might not know 
anything about the happening until a 
long time after the event, and whoever 
effected the forwarding of the goods 
might not know whether he should or 
should not effect any insurance on them. 
Moreover, there might be some lapse of 
time between the landing of the goods 
at Hong Kong and the forwarding to 
Shanghai. Who is to carry the risk on 
shore if this happens? It would be im- 
possible to require either the shipowner 
or the agent of the cargo owner (sup- 
posing he had one at the port) to effect 
insurance for the shore risk. 

Obviously, the cover of the original 
insurance must be continuous, because it 
was effected for the period of the ad- 
venture, and the underwriters took into 
consideration, before accepting the risk, 
that the adventure might not pursue its 
normal course. This, however, leads to 
another aspect of the matter. 


Exceptions 


Although my correspondent does not 
raise the point, there are exceptions to 
the cover of the policy when the Liber- 
ties Clause operates. The first is that 
the provisions of the clause do not over- 
ride those of the Warehouse to Ware- 
house Clause as to the period covered 
after discharge overside at the final port. 
This does not alter the cover of the pol- 
icy in any way. It only provides that the 


(Turn back to Page 29) 
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Big Casualty Bureaus 
To Move to 60 John St. 


IN NEW OFFICES BY NOV. 29 

National Bureau, Ass’n of C.&S. Execu- 

tives and Affiliated Organizations; 300 
New Workers Downtown 

: importance 


New York 


job of major 
tomorrow in 
Association of Casualty 
& Surety Executives and the National 
Bureau of Casualty & Surety Under- 
writers will leave No. 1 Park Avenue 
for new offices in 60 John Street, which 
will be open for business Monday, No- 
vember 29. The move, which brings 
more than 300 new workers into the 
downtown insurance district, marks the 
return of the National Bureau to lower 
New York after fifteen years in the 
midtown area. 
he Association, together with its 
claim department and the National Con- 
servation Bureau, will occupy the elev- 
enth floor while the National Bureau 
will be located on the ninth and tenth 
floors and a part of the twelfth floor. 
The new telephone number for the As- 
sociation will be John 4-3920 and for 
the bureau, John 4-6300. 
Affiliated Bureaus Also to Move 
The transfer brings downtown the two 
Conferences on Acquisition & Field Su- 


A moving 
will take place 
City when the 


pervision Cost both to be located in 
Room 911 with their phone number, 
John 4-6300; the Bureau of Personal 


Accident & Health Underwriters, on the 
eleventh floor with the Association, and 
the Workmen’s Compensation Reinsur- 
ance Bureau and the Insurance Federa- 
tion of America. The latter two have 
already moved. They are on the four- 
teenth floor and their phone number is 
John 4-6444. 

The executive offices of the National 
Bureau and most of its divisions will be 
located on the tenth floor. The New 
York Plate Glass Service Bureau and 
the New York Rating Office will re- 
main on the ninth floor where they have 
been for some years past. All commit- 
tee meeting rooms will be on the ninth 
floor. The boiler and machinery division 
will have its new quarters on _ the 
twelfth. 

For the Association of Casualty & 
Surety Executives the new address 
marks the start of its second decade of 
activity, with a program which has been 
greatly expanded during the past year. 


President of L. & L. Indemnity 


Gilbert Kingan Succeeds H. W. Gray, 
Jr.; F. J. Gobbie, Vice-President; 
J. Urmson, Secretary 











Gilbert Kingan, senior official of Lon- 
don & Lancashire organization in U. S., 
has been made president of London & 
Lancashire apenas, succeeding Henry 
I Gray, 

Py. oe Gabbie, executive vice-president 
of London & L ancashire Indemnity since 
1928, has been made vice-president and 
manager. J. Urmson, for eleven years 
secretary of the company, has been given 
additional title of vice-president. 





Palmer’s Surprise Move 


In a surprise move on Monday Direc- 
tor of Insurance Ernest Palmer of IIli- 
nois notified all companies with occupa- 
tional auto rating plans that the date 
for filing briefs in the controversy would 
be December 5. He also said the plan 
followed by some fifteen companies would 
be rejected on December 15. A test 
case on Mr. Palmer’s authority is ex- 
pected, and the company likely to bring 
suit is the American Automobile of St. 
Louis which was victorious in a similar 
suit in Indiana two years ago, 


Seaboard Surety, 10 Yrs. 
Old, Has Celebration 


HAS MADE STEADY PROGRESS 


President C. W. French and Executive 
Staff Luncheon Hosts to Directors 
Nov. 27; Good Financial Condition 


In a happy mood the Seaboard Surety 
of New York celebrated its tenth anni- 
versary this week having been auspiciously 
organized in November, 1927, and started 
active business operations early in 1928. 
Appropriate recognition of this milestone is 
being given tomorrow at a luncheon in the 
Hotel Ambassador, New York, which is 
being tendered by officers of the company 
to members of the board of directors. 
C. W. French, president, under whose 
leadership the Seaboard has made con- 
sistent progress, will be the host and his 
fellow officers who will attend include 
L. C. Amos, first vice-president ; Raymond 


M. Smith and G. B. Slattengren, under- 
writing vice-presidents; Henry G. Thole, 
agency vice-president ; oe W. Rudolph, 


secretary and counsel; W. Miller, treas- 


urer, and J. R. Logie, pth Ahr Prac- 
tically all of these executives have been 
with the Seaboard since its inception and 


President French has given due cognizance 
to the part they have played in the com- 
pany’s success to date. Mr. Smith, origin- 
ally assistant secretary, was elected vice- 
president in 1934; Mr. Thole, who started 
as assistant to the president, advanced to 
superintendent of agents and then to vice- 
presidency in April, 1937, and Mr. Slatten- 
gren was first Chicago branch manager 
and won his vice-presidency in 1935. 
Eight Original Directors 

of the present directors of the 
were on the original board ten 
and they are as follows: Floyd 
M. B. Dutcher and Frank B. 
of New York City; L. C. 
Amos, 26 Broadway, New York; C. M. 
Fincke, president, Greenwich Savings 
Bank; Philip L. Gill and J. Wood Rutter, 
partners in Rutter & Co.; Henry R. 
Hayes. 

Other board members include A. C. 
Campbell, vice-president, | Metropolitan 
Life; Wm. R. Conklin, attorney; Harry C. 
Cushing, III, vice-president, FE. H. Rollins 
& Sons; Cc W. French, president ; Dr. 


Eight 
company 
vears ago, 
R. DuBois, 
Martin, all 


Wm. S. Ladd, dean, Cornell Medical Col- 
lege; H. W. Rudolph and D. McAlpin 
Pyle, attorney. 


Progress Highspotted 
The affair is expected to be informal but 
if President French were to give the 


highspots of the Seaboard’s growth he 
undoubtedly would mention these items. 
The company’s premium volume has 


grown slowly but surely, reaching its peak 
in 1936 with earned premiums of $1,222,757 
as compared with $463,487 in 1930. The 
1936 pace is being maintained this year. 

Present capital structure (as of Septem- 
ber 30) reflects in nearly every item a 
gain over December 31, 1936 figures. Capi- 
tal stands at $1,000,000; net surplus at 
$1,061,359; premium reserve at $840,000; 
loss reserve at $498,500: voluntary con- 
tingency reserve at $520,000. Total ad- 
mitted assets are up to $4,102,859. 

The Seaboard has been particularly for- 
tunate in its field representation. Among 
its general agents, numbering seventy-five, 
are some of the country’s leading pro- 
ducers. Its only branch office is maintained 
at Chicago, whose first manager was Vice- 
President Slattengren. Field representatives 
and the home office staff have always 
worked harmoniously together. 

Conservative in its investment policy the 
company has a well diversified portfolio 
of stocks and bonds. 

President French celebrated his fourth 
anniversary as president a few weeks ago 
and his fellow officers gave him a luncheon 
which was a happy occasion. One time 
Royal Indemnity branch manager in Chi- 
cago Mr. French has a host of friends 
both in company and agency ranks. 
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Insurance Carriers Urged to Build 
Good Will by Intelligent Claim Work 


Assistant District Attorney Bernard 
Botein has issued his report on the ac- 
cident fraud investigation which has 
been in progress in New York during 
the past year. The report, covering a 
lot of ground, discloses that in ten 
months of 1929, 44,000 statements of re- 


pattern of modern business. Each ring 
specializes. Considerable space is de- 
voted in the report to the contingent 
retainer, showing a wide variety of pra- 
tices. The public adjuster is described 
as an “economically unnecessary middle 
man.’ 


tainer were filed with the Appellate Among the recommendations made by 
Division. This number increased to Mr. Botein is this: “The public’s in- 
99,800 in 1935. Most of the retainers difference is largely due to its belief that 


were obtained by a relatively small group 
of attorneys. The “runners” who de- 
vote all their time to soliciting personal 
injury cases are referred to as the “root 
of the evil.” Abuses uncovered by the 
investigation are confined to a small por- 
tion of the local bar. The doctor is 
found to be an important member of the 
cast supporting either a crooked lawyer 
or the directing head of a fraudulent ac- 
cident ring. Except in workmen’s com- 
pensation cases he seldom initiates fraud. 
Rendering services to claimants in in- 
dustrial accident cases is extremely prof- 
itable to a physician but not to a lawyer, 
says the report, which adds: 

“The indifference business men exhibit 
toward the progress of their employes’ 
claim would be quickly dissipated if they 
realized the staggering toll they pay each 
year as the result of these manipula- 
tions.” 

The combinations that band together 
to produce accident claims follow the 


N. Y. Casualty Forum 
Is Three Years Old 


160 ATTEND ANNUAL DINNER 


insurance companies are the major vic- 
tims of claim frauds. Its hostility t 
these companies is borne out of the 
shabby treatment it has sometimes re- 
ceived from claim departments. It be- 
hooves claim agents to court the public’ 
friendship by pursuing a uniform policy 
of prompt and adequate adjustment of 
meritorious cases.” 

Mr. Botein also makes a number of 
recommendations respecting the manner 
of filing statements of retainer. He 
favors the amendment of Section 1264 of 
the Penal Law to prohibit the direct ot 
indirect solicitation of legal business by 
physicians; also the sharing by phy- 
sicians, particularly the medical attaches 
in hospitals, in the fees of attorneys. 

The largest volume of personal injury 
litigation arises from automobile acc 
dents. On this subject Mr. Botein says: 
“Compulsory automobile liability insur- 
ance would seem to benefit by guaran- 

(Continued on Page 36) 





the part of lawyers, doctors, claimants, 
assureds, witnesses and jurors. Notable 
results have already been obtained in the 
states of Massachusetts, New York, Illi 
nois, New Jersey, Ohio, Georgia and Ala- 
bama. The speaker noted in particular 
the work in New York City during the 
past year in which the Association's 
claim department cooperated closely with 
the Accident Fraud Bureau of the Dis 
trict Attorney’s office. 

Summing up Major Cavanaugh urged 
that members of the Casualty Under- 
writers Forum round out their under- 
writing background with information om 
how the claim divisions of their com- 
panies function and thus prepare them- 
selves for bigger jobs. Two great divi 
sions of the casualty field should know 
more about each other—(1) the dene 
ments that take in the money and (2 
those who pay it out. : 

Burtis W. Griffiths, Ocean Accident, 
founder and first president of the club, 
did a swell job in charge of arrange 
ments. 


W. P. Cavanaugh, Guest Speaker, Gives 
Fake Claim Situation; F. N. 
Dull Toastmaster 





The Casualty Underwriters Forum of 
New York, three years old and which 
has made a definite place for itself in the 
metropolitan New York fraternity, staged 
its annual dinner the other night at Bar- 
bieri’s Restaurant, William Street, with 
a peak attendance of 160. The guest 
speaker was Major W. P. Cavanaugh, 
claim department, Association of Casu- 
alty & Surety Executives, who sketched 
the background, setup and objectives of 
his division, information which his audi- 
ences of underwriters welcomed. Toast- 
master was Floyd N. Dull, vice-president, 
Continental Casualty in New York, who 
was introduced by Clyde Winkler, York- 
shire Indemnity, the forum’s president. 
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Harold R. Gordon, chairman, Nation 
A. & H. Week Committee for 1938, wi 
hold a meeting of his committee) 
next week in the Waldorf-Astoria Hot 
New York, Plans for the campaign W! 
be discussed. 


Major Cavanaugh pictured the ad- 
vancement made in combating fake 
claims since the claim department was 
established. It has been instrumental in 
putting a stop to a wide variety of fraud- 
ulent, criminal and unethical practices on 
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Annual Meeting of Casualty Actuarial Society 





View Effect of Currency 
Inflation on Insurance 


FEATURES INVESTMENT TALKS 


~ we Officers Re-elected; D. M. 
ee Admitted as “First Son”; 
New Surety Reserves Committee 


Donald M. Wood, Jr., son of the Chi- 
cago general agent of the Royal In- 
demnity, and Miss Barbara H. Wood- 
ward, daughter of the late Joseph H. 
Woodward, shared the spotlight at the 
annual meeting last week of the Casualty 
Actuarial Society in New York City. Mr. 
Wood, just enrolled as an associate, was 
introduced as the first son of a Society 
member to achieve this honor. He is in 
business with his father in Chicago. Miss 
Woodward, so far the “first daughter” 
of the Society has been an associate 
since 1934. Her father won nation-wide 
renown in the actuarial world. President 
Leon S. Senior was happy also to wel- 
come into the society as associates the 
following who had passed all examina- 


tions : 
Jarvis Farley, assistant treasurer, Massa- 
chusetts Indemnity of Boston; Morris Kolo- 


ditzky, State Insurance Fund, New York; Wil- 
liam Lassow, also State Insurance Fund; Ed- 


vard H. Minor, actuarial department, Metro- 
politan Life, and R. J. Myers, Office of the 
Actuary, Social Security Board, Washing- 
ton, D. C. 


Two new fellows were also announced: 
John A. Mills, secretary-actuary ; (Amer- 
ican) Lumbermen’s Mutual Casualty, 
Chicago, and G. I. Shapiro, examiner, 
New York Insurance Department. Pre- 
viously associates they passed all exami- 
nations for admittance as fellows. 


First Time for Two-Day Meeting 


For the first time the society staged 
a two-day annual gathering devoting the 
first day to the reading of formal papers, 
election of officers, and the second day 
to the informal discussion of the topic 
“Investments of Casualty Companies”, 
and discussion of papers presented at 
the last meeting. There was a turnout 
of seventy members of the society and 
twenty-four officials of casualty com- 
panies and organizations. President 
Senior presided on both days and pre- 
sented an annual address on “An Out- 
line of Current Problems in Workmen’s 
Compensation” which was hailed as a 
substantial contribution to the business. 


Formal Papers 


_The formal papers presented in addi- 
tion to President Senior’s address were 
as follows: 

“Experience Rating Plan Credibilities”—Fran- 
cis §. Perryman, secretary, Royal Indemnity. 

“Social Budgeting”—William R. Williamson, 
Actuarial Consultant, Security Board, 
Washington, D. C. 

“Pure Premiums for Compensation Insurance” 
~—Arthur G. Smith, assistant general manager 
and actuary, Compensation Insurance Rating 
Board, New York. 

“Distribution of Casualty Administration Ex- 
pense by Lines of Insurance’—Thomas F. Tar- 
bell, Casualty Actuary, and Harry V. Waite, 
Statistician, both of the Travelers. 


Re-elect Officers; T. O. Carlson 
Librarian 
B keeping with its usual custom the 
Society re-elected its present officers for 
another year and they include Mr. Senior 
a president; Sydney D. Pinney, asso- 
Clate casualty actuary, Travelers, and 
rancis S. Perryman, secretary, Royal 
pdemnity, as vice-presidents; Richard 
ondiller, Woodward & Fondiller, as 
Secretary-treasurer, and C. W. Hobbs, 
emissioners’ special representative on 
€ staff of the National Council on Com- 


Social 





n will 





Nyetice Insurance, as editor. 
€ newly elected librarian is Thomas 


Re-elected President 





LEON S. SENIOR 


O. Carlson, assistant actuary, National 


Bureau of Casualty & Surety Under- 
writers, who succeeds William Breiby, 
now with the Pacific Mutual Life in 


California. A. R. Lawrence, Compensa- 
tion Inspection and Rating Bureau of 
New Jersey, was elected to the council 
to fill the place left vacant by Mr. 
Carlson. By motion the Society extended 
a vote of thanks to Mr. Breiby for his 
many years of service in this post. To 
the council for a three-year period were 
elected H. T. Barber, assistant casualty 
actuary, Travelers; G. F. Michelbacher, 
vice-president, Great American Indem- 
nity, and N. E. Masterson, vice-presi- 
dent, actuary, Hardware Mutual Casu- 
alty. 

The appointment of a committee on re- 
serves for fidelity and surety lines was 
announced, and it is composed of Charles 
V. R. Marsh, Joseph J. Magrath, John 
A. Mills, John L, Barter and Arthur E. 
Thompson, was appointed. This commit- 
tee will consider the advisability of de- 
veloping a new method of reserves. 


Membership Stands at 311 

Richard Fondiller, secretary-treasurer, 
announced that including newly admitted 
associates the total membership of the 
society stands at 3ll—consisting of 180 
fellows and 131 associates. He noted 
with regret the deaths during the past 
vear of seven members—the largest num- 
ber experiencd in any one year. They 
included William BroSmith, Travelers; 
George Graham, Hartford Steam Boiler; 
C E. Hodges, American Mutual Lia- 
bility; Henry Moir, United States Life; 
Stanley L. Otis, Otis, Jones & Co.; 
Walter G. Voogt, Associated Indemnity, 
and J. J. Watson, Casualty Underwriters 
of Texas. 


Tackle Casualty Investment Problems 

Attention centered the second day on 
the investment problems of casualty and 
surety companies and the discussion cen- 
tered about two themes: the effect of 
present conditions on investment polic’es 
and the changes in investment policies 
for casualty companies as given in thi 
proposed New York code. As to the 
first, the requirements of investment 
were stated to be, safety, yield and 
liquidity, the degree to which these sev- 
eral requirements are recognized de- 
pending partly upon the character of the 
companies’ business, partly upon current 
conditions. The current conditions to be 


reckoned with were, the business reces- 
sion now in progress, the possibility of 
a credit inflation, the possibility of cur- 
rency inflation, the possibility of war, 


(Continued on Page 38) 


A. G. Smith for Pure Premiums 
Based Solely on State Experience 


The scholarly Arthur G, Smith, as- 
sistant general manager and actuary of 
the Compensation Insurance Rating 
3oard of New York, made a sizeable 
contribution to the subject of “Pure 
Premiums for Compensation Insurance” 
in a formal paper given to last week’s 
annual meeting of the Casualty Actuarial 
Society in New York. One of Mr. 
Smith’s chief points was that while much 
time and energy has been spent recently 
in devising means of adjusting the pre- 
mium to the individual risk through the 
medium of the experience rating plan, 
the retrospective rating plan and the 
supplementary rating plan, there has 
been little effort toward fitting the man- 
ual rate more closely to the hazard of 
the industry in the individual state, 
despite the fact that the manual rate is 
the most important factor in all but 
very large risks. This has led to the 
present proposal to improve the method 
of pure premium selection, said Mr 
Smith. 

Determined by Mathematical Formulae 

The author pointed out that since the 
early days of compensation insurance 
when pure premiums depended only in 
minor degree on statistics and largely 
on underwriting judgment we have pro- 
gressed to the point where they are de- 
termined almost entirely by the appli- 
cation of mathematical formulae to the 
experience of the classification. This ex- 
perience, however, may be pure state ex- 
perience or it may be nation-wide ex- 
perience or a combination of both, ac- 
cording to the importance of the indus- 
try in the state. Thus even in New 
York the rates for more than 60% of the 
manual classifications are based in whole 
or in part on national experience. This 
arrangement would be satisfactory if na- 
tional experience were a proper measure 
of hazard in a particular state but there 
are reasons for thinking it is not. Fur- 
ther points made are as follows: 

National experience is usually less up 
to date than state experience, so that 


whereas in rating large risks the latest 
available experience is used, even the 
experience of the policy subject to the 
rating, a small or medium-sized risk may 
be rated largely on data a year or two 
older than is necessary. 

In many cases a manual classification 
covers a broadly defined industry which 
varices materially from state to state. Ex- 
perience of such a classification in one 
state is of little value for rate-making in 
another state where the character of the 
industry is quite different. 


No Uniformity of Supervision 

The degree of supervision over the 
compensation business is not uniform in 
the several states and the administration 
of rules and rates is exercised by differ- 
ent bodies, each of which applies its own 
standards and interpretations. Statistics 
developed in unsupervised states should 
not be permitted to influence rates in 
closely supervised states; nor does the 
combination of experience developed un- 
der a number of independent jurisdictions 
produce a homogeneous result. 

There are also objections to the me- 
chanical processes required by the use 
of national experience such as the large 
theoretical factors necessary to convert 
experience to a common level and the 
use of expected losses based on national 
pure premiums to determine the weight 
to be given to the state experience. 

In closing, Mr. Smith said that it is 
proposed to remedy most of these ob- 
jections in large measure by eliminating 
the nse of national experience and 
adopting the following procedure: Pure 
premiums, at least in a large industrial 
state, should be based solely on the state 
experience, using a formula similar to 
and applied in the same way as that now 
used for national pure premiums, and, 
except in rare instances, each classifica- 
tion should be treated independently. 
The proposed method might involve more 
work but this would be justified by the 
more satisfactory results, 





Distribution of Administration 
Expenses by Line of Insurance 


Harry V. Waite, statistician of the 
Travelers, joined with his associate, 
Thomas F. Tarbell, casualty actuary of 
the same company, in presenting a for- 
mal paper to the annual meeting last 
week of the Casualty Actuarial Society 
on “The Distribution of Casualty Admin- 
istration Expenses by Line of Insur- 
ance.” Dealing primarily with the prac- 
tical aspects of this subject (excluding 
payroll audits) they reached the conclu- 
sion that any practical system of dis- 
tribution should be based upon sound 
theory and should be designed to pro- 
duce equitable results as between lines 
of insurance. Recognition was given to 
the able presentation of the theoretical 
aspects of the subject by F. S. Perry- 
man, Royal Indemnity actuary, at a pre- 
vious meeting. 

The authors first classified expenses 
by nature (kind), such as salary, rent, 
furniture and fixtures; and purpose, such 
as acquisition, claim, inspection and the 
particular purpose considered in the pa- 
per—administration. Administration ex- 
penses consist of the expenses of certain 
major operating departments, such as 
underwriting, agency, accounting; cer- 
tain internal service departments, such 
as personnel and employment, building 
supervision and maintenance, purchasing 
and supply, also certain non-depart- 
mental expenses, generally portions of 


such expenses as advertising, printing 
and stationery, furniture and fixtures, 
telegraph, telephone and insurance. 


How to Get Effective Distribution 


A salient point made was that any 
effective distribution of expense to line 
of business depends primarily upon the 
recording of basic and essential account- 
ing data in sufficient detail to enable the 
ready application of methods and for- 
mulae to such data. The equitable dis- 
tribution of such expense depends upon 
the reasonableness and soundness of the 
methods and formulae adopted. Further- 
more, all such expense that can be read- 
ily charged directly to a single line of 
business is so charged and is designated 
as allocated expense. The balance, or 
unallocated expense, is distributed to line 
on the basis of various methods and 
formulae, depending upon the functions 
of the department and the kind or type 
of operation performed. The distribu- 
tion of a particular department’s unal- 
located expense is accomplished by one 
or a combination of the following 
methods: 

1. Direct assignment to a single 

2. Direct assignment to two or more lines. 

3. Time study methods and judgment assign- 

ment. 


4. Formulae. 
(2) Number of 
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DeCelles Defended 
In Commonwealth Case 


CODDAIRE SAYS HE DID RIGHT 





Holds Public Interest Was Best Served 
by Placing Liability Company 
in Receivership 





Commigsioner DeCelles of Massachu- 
setts has been defended in his method 
of handling affairs of the defunct Com- 
monwealth Mutual Liability by Repre- 
sentative John W. Coddaire, Democratic 
minority member of the special legis- 
altive committee that investigated the 
company. Mr. Coddaire declares that 
the Commissioner was deceived by the 
company’s management as respects the 
amount of cash that was produced to 
make up the guaranty capital. His po- 
sition is in complete variance with that 
of the majority members of the commit- 
tee who declared that the Commissioner 
was unfit for his office and that he de- 
liberately put the company in receiver- 
ship when he found that he could not 
wrest its control from those who had 


formed it. 

It appears that Commissioner De 
Celles accepted two checks totaling 
$22,000 as part of the necessary $100,000 
in cash premiums paid in before licens- 
ing could be effected. Mr. Coddaire ad- 
mitted that the Commissioner might have 
demanded certification of the checks, 
which were drawn against a bank in 
which there was no account at the time. 
They were held by the Commissioner 
for a week before they were presented 
for collection. 


Objects to Attacks 


Mr. Coddaire objected to the attacks 
made upon the Commissioner by the ma- 
jority members of the committee which 
he said were based largely on testimony 
of Frank Cohen of New York, backer of 
the company, and his associates. Cod- 
daire also held that there was much con- 
flicting evidence presented at the hear- 
ings on this case. He stresses: “There 
can be only one conclusion to be arrived 
at under these findings of fact: that the 
Commissioner acted in the public inter- 
est and in support of his oath of office 
in bringing the company’s operations to 
a close.” 

Mr. Coddaire suggests that supervision 
of insurance in Massachusetts might be 
improved by having the law define clear- 
ly “residents. of the Commonwealth” re- 
ferred to frequently in the statutes. In 
order to prevent persons coming into 
Massachusetts as temporary residents to 
do business he further suggests that the 
term should be defined to mean persons 
who have actually resided in the state 
for not less than six months. He also 
recommends a more thorough investiga- 
tion by the Commissioner of Insurance 
of subscriptions for policies obtained 
prior to license of a company, and that 
mutual companies be required to in- 
crease their surplus according to their 
premium income. 





APPLICATION VOIDS POLICY 


Denying that systematic embezzlement 
of bank funds is a “temperate and cor- 
rect” habit, the Mutual Benefit Health 
& Accident Association, Omaha, has 
moved to strip the last vestige of eco- 
nomic security from Howard C. Har- 
many, former Tacoma bank officer, now 
serving a five year sentence in McNeil 
Island Federal Penitentiary. The com- 
pany filed suit to avoid payment of $200 
monthly total disability benefits under a 
policy Harmany held at the time of his 
arrest. The action declared Harmany 
in his insurance application had declared 
his habits were temperate and correct, 
whereas he was actually engaged in em- 
bezzlement at the time. 


ALLSTATE CHANGES LOCATION 


The Allstate Insurance Co. has re- 
moved its home office from 925 South 


Homan Avenue to 20 North Wacker 
Drive, Chicago. The telephone number 
is now Franklin 0250. 


New Home at 110 John St. 
For National’s N. Y. Office 


The New York office of the National 
Surety, located for years at 118 William 
Strect, will occupy a brand new home 
of its own by May, 1938 at 110 John 
Street with an entrance as well at 3-5 
Platt Street. As announced in The 
Eastern Underwriter last week the com- 
pany has leased this building for a long 
term from the Five Platt Street Corp. 
of which Samuel Friedenberg is presi- 
dent. It embraces three stories and 
basement space with 4,600 square feet 
on each floor, or a total of 18,000 square 
feet. 

The new home of the National’s New 
York office points to a two-fold accom- 
plishment; first, the centralization of all 
metropolitan activities under one roof; 
and second, a building ample enough to 
provide future expansion. The structure 
of limestone and granite is a fireproof 
construction, and one of its distinctive 
features will be bronze doorways at both 
the John Street and Platt Street en- 
trances. 

In moving to its new location on John 
Street, the National Surety will join the 
already large colony of insurance com- 
panies lining that thoroughfare. 


CREDIT MEN HEAR W. S. HERING 








Greater New York Bureau Holds Well 
Attended Meeting Where He Talks 
on Embezzlement 
The first Fall meeting of the Credit 
Bureau of Greater New York was held 
November 16. About 300 were present 
including many ladies. William S. Her- 
ing, superintendent New York fidelity 
department, United States F. & G, 
spoke on embezzlement and what it 
means to the credit man. The audience 
showed keen interest. There was a 
question period which was made full 
use of by those present. This associa- 
tion of credit men is one of the largest 
of its kind in the United States, having 
several thousand members and a central 
information bureau that is doing good 

work. 


ACCIDENT TO SAFETY PICTURE 

Apparently it isn’t safe even to make 
safety motion pictures. A representative 
of the National Safety Council recently 
went to Glasgow, Mo., to make a picture 
illustrating automobile accidents to chil- 
dren. Ruth Stevenson, daughter of J. 
W. Stevenson, editor Glasgow Missouri- 
an, was one of several children on bi- 
cycles appearing in the field. When 
Ruth collided with another bike rider 
she was thrown to the ground and suf- 
fered a bump on the forehead that re- 
quired attention from a physician. Luck- 
ily her injuries were not considered seri- 
ous. 


SAFETY CONGRESS IN APRIL 

The Greater New York Safety Coun- 
cil will hold its ninth annual conven- 
tion April 19 to 21 at the Hotel Astor, 
New York. General chairman will be 
Howard Coonley, vice-president of the 
council, and among his committeemen 
are the following insurance men: B. H. 
Self, Travelers; W. Graham Cole, Met- 
ropolitan Life; George McAinsh, Amer- 
ican Mutual Liability; Roger Williams, 
State Insurance Fund, and L. R. Palmer, 
Equitable Life Assurance Society. 








Insurance Course For 
Pennsylvania State 


WILL RUN UNTIL NEXT APRIL 





Pittsburgh Insurance Organizations Pro- 
vide Instruction For Those Seek- 
ing Agent Licenses 





An insurance course for the State of 
Pennsylvania has been arranged by the 
Insurance Club of Pittsburgh and the 
first lecture was given October 18. The 
course will run to April 11 and examina- 
tions will be held April 14. The purpose 
of the course is to qualify prospective 
agents for application to the Insurance 
Department for license and to equip 
them with fundamental knowledge in 
order that they may pass such exam- 
ination. Any other person not wishing 
to take the examination for an agent 
license is welcome to attend the course, 
upon proper registration, so that they 
may improve their knowledge of insur- 
ance. 

The cost to residents of Pittsburgh is 
$5, refundable if student attends 80% of 
the lectures. Non-residents of Pitts- 
burgh pav, $10 not refundable. Classes 
will be held at the Frick Training 
School, Pittsburgh, each Monday even- 
ine from 7.30 to 9.30 o'clock. 

To complete the course satisfactorily 
a student must pass each examination 
with a mark of not less than 65% and 
attend at least 75% of the scheduled 
lecture sessions. The Insurance Club of 
Pittsburgh, in cooperation with the 
Pittsburgh Fire Insurance Agents As- 
sociation, the Pittsburch Surety Asso- 
ciation, Smoke and Cinder Club, the 
Pittsburgh Casualty Association and Ac- 
cident and Health Managers Association, 
are sponsoring the course of lectures 
through the courtesy of the Board of 
Education of Pittsburgh. Wallace M. 
Reid. Keystone Building. is chairman. 
The lectures and dates follow: 

Oct. 18. Statement of purpose and 
scope of course. Brief statement of the 
why and how of insurance supervision 
Tohn M. Thomas, president, National 
Union Fire; E. S. Joseph, Deputy Insur- 
ance Commissioner. 

Oct. 21. Discussion of fundamental 
principles common to all branches of in- 
surance. A.C. Blumenthal, Benswanger, 
Hast & Herzog. 

Oct. 25. An insurance policy is a legal 
contract. An elementary statement of 
the law of contracts as applied to the 
insurance policy. J. Roy Dickie, Dickie, 
Robinson & McCamey. 

Oct. 28 and Nov. 1, 4, 8. Pennsylvania 
Standard Fire Insurance Policy. Paul 
J. Mullen, state agent, Phoenix Assur- 
ance. 

Nov. 12-15. Forms, Clauses and En- 
dorsements. W. Kaye Estep, secretary, 
Allegheny County Board of Fire Under- 


writers. 

Nov. 18. Side Lines. Charles H. 
Reilly, general agent, National Union 
Fire. 


Nov. 22. Side Lines (continued). Wal- 
ter A. Bell. special agent, Continental 
Insurance Co. 

Nov. 26. Fire Loss Adiustments. John 
J. McGovern, manager, Fire Companies 
Adjustment Bureau. 


Nov. 29. The Risk. A broadly gen- 
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en 
eralized consideration of the build; 
one aspect of the risk. William Wy 
Johnston, state agent, Continental | 
surance Co, , 
Dec. 2. Examination. 


Casualty Insurance Lines 


Dec. 6. Law of Negligence, Harold 
McCamey, Dickie, Robinson & y 
Camey. . 

Dec. 9-13-16. Workmen’s Co 
tion. R. H. Furner, resident oman 
Maryland Casualty. et, 

Dec. 20-23-27. Automobile Insurane, 
E. Val Schott, manager, Automobile |p, 
surance Co., J. W. Henry office. 

Dec. 30-Jan. 3. Automobile Liabitiy 
and Property Damage Policies, JR 
Wilson, underwriter, Travelers Ins. (4 

Jan. 6. Aviation Insurance. . W | 
Jack Nelson, production manager, Unite 
States Aviation Underwriters, Inc, 

Jan. 10. Burglary Insurance. 
Harry Ditman, superintendent, burglan 
department, United States Fidelity 4 
Guaranty. 

Jan. 13. Accident and Health. Lon¢ 
Jeffrey, Lon C. Jeffrey Co., Inc. 

Jan. 17. Miscellaneous Casualty Pg. 
icies. Frank S. Kaufman, manager 
Travelers Insurance. 

Jan. 20-24-27-31. Surety. Albert ¢ 
Supplee, manager, United States Fidelity 
& Guaranty; Lee T. Sellars, United 
States Fidelity & Guaranty; D, W 
Speidel, manager, National Surety Cor 

Feb. 3-7. Claim Adjustments. Jame 
J. Burns, attorney, member Allegheny 
County Bar. j 

Feb. 10. Examination. 

Feb. 13. Marine Insurance. Norman 
W. Brayley, manager Marine depart. 
ment, Insurance Co. North America, 

Feb. 21-24-28. Inland Marine Insur- 
ance. A. W. Barthelmes, marine sec. 
retary, National Union Fire. 

March 3-7. Insurers. N. S. Riviere 
N. S. Riviere & Co. 

March 10-14. Theory of Rate Making 

Casualty Insurance: Frank S. Kau. 
man, Travelers Insurance Co.; Fire Ih- 
surance: W. Kaye Estep, secretary, Alle. 
gheny County Board of Fire Under 
writers. 

March 17-21. Production. 

March 24. Insurance from the Client's 
Viewpoint. J. G. McCaw, manager in- 
surance department, Freedom Oil Works, 
Company Statements and Accounts, W. 
A. Strouss, assistant treasurer, National 
Union Fire. 

March 28. Law and the Insurance 
Agent. Andrew Pardew, president, W. 
W. Flanegin Co. 

March 31-April 4-7. Insurance Agent 
at Work. Ray A. Tucker, Tucker & 
Johnston; Albert E. McCloskey, Albert 
E. McCloskey Co. 

April 11. Agent and the State Depart: 
ment. Insurance Department of Penn- 
sylvania., 

April 14. Examination. 





PREDICTS HEALTH INSURANCE 


The prediction that Canada will have 
a scheme of health insurance was mate 
by Dr. T. G. Routley, secretary of the 
Ontario Medical Association, at a meet- 
ing of members at Ottawa _ recemt 
ly. Dr. Routley recently returned from 
a survey of the European situation and 
stated that forty governments had 
launched health insurance schemes and 
none had abandoned them. No scheme 
was ideal but the principles which make 
it possible for humanity in groups to pt 
vide funds against the cost of illness are 
fundamentally sound, he stated. 





LICENSING METHOD TIGHTENED 

Possible improvement in the. traffic 
accident situation in Michigan is seen 
by automobile writing carriers as the te 
sult of decision by law enforcement off 
cers to adopt a written examination basis 
in the future for the licensing and tt 
licensing of drivers. 
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Vernon L. Sharpe, formerly assistant 
manager in the Detroit office of the Na 
tional Surety Corp., has joined the 
Michigan Surety as special representa 
tive, 
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4.& A. Death Benefit 
Should Be Talked Down 


EMPHASIZE MONTHLY INCOME 





.G e of New York Pre- 
Herold Owe on Selling to Phila- 
sen'$ selphia Club Members 





More education must be given agents 
and brokers on accident and health in- 
surance if they are to be successful 
glling it, Harold M. George told the 
Accident & Health Club of Philadelphia 
recently. Mr. George is New York 
manager, accident and health depart- 
ment, United States Fidelity & Guar- 
anty. He placed knowledge first among 
the requirements of a salesman. Thor- 
ough knowledge dissipates 50% of sales 
resistance. Agents and brokers must be 
cold the idea that accident and health 
insurance sales will increase their in- 
come. Mr. George then proceeded to 
give the four cardinal steps to a sale: 

Introduction or approach. This de- 
pends entirely on the salesman. There 
is the visual form of approach, also sales 


letters sent in advance. These Mr. 
George advocated mailing in the morning 
so that they will be received in the 
afternoon mail. Most of the calls should 
be made at the prospect’s home. 

Desire. “You have to create a desire 
for the coverage,” he said. He recom- 
mended getting a loose leaf folder and, 
over a period of time, filling it with 
newspaper stories of accidents, also with 
classified ads of “Must sell because of 
accident or sickness.” The agents also 
must create a sense of security. 

The most important aid in selling ac- 
cident and health insurance, George de- 
clared, is the illustrated form. This is 
a blank with the spaces to be filled in by 
the agent as he talks to the prospect. 
This method, Mr. George said, synchro- 
nizes the sales talk and helped the agent 
to merchandise his line. The speaker 
advocated talking down the death benefit 
and making the amount smaller, while 
increasing the monthly benefits. The 
most important thing is income. He rec- 
ommended keeping the prospect always 
in an affirmative state of mind, such as, 
“Fifty dollars a week would be sufficient 
to pay your bills, wouldn’t it, Mr. Jones ?” 
This plan, he said, helps the close. | 

Closing. Prove that the coverage Is 
needed now. After the sales talk is com- 
pleted be sure to tell the prospect just 
what the policy does not cover. 


Michigan May Adopt 
Retrospective Plan 


COMMISSIONER IS CONSIDERING 


Rating Plan Turned Down by Former 
State Official Resubmitted By 
Compensation Council 


Commissioner Gauss of Michigan is 
giving consideration to a retrospective 
rating plan for workmen’s compensation, 
following resubmission of a proposal by 
the National Council on Compensation 
Insurance which was once rejected by 
Gauss’ predecessor, John C. Ketcham. 

Deadline for action by the Depart- 
ment as regards accepting the plan 
came late last week. The commissioner 
did not indicate whether the proposal, 
said to be favored by the stock com- 
panies but bitterly opposed by the or- 
ganized agents when it was previously 
submitted, would receive his sanction. 

When the former commissioner turned 
down the plan he left something of a 
loophole for its future consideration by 
explaining that lack of experience with 
the plan in other states was a factor in 
reaching the adverse decision. 
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DISCUSS A. & H. CHANGES 


F. L. Templeman and D. B. Swain Ap- 
pear at N. Y. Public Hearing on 
Proposed Code; Their Views 
Last Tuesday afternoon accident and 
health changes provided in the proposed 
New York code came up for discussion at 
the public hearing held at 80 Centre 
Street, New York. F. L. Templeman, 
manager accident and health department 
Maryland Casualty Co., stated that it had 
taken twenty-three years to have twenty- 
four states adopt standard accident and 
health provisions and that some of the 
changes made by the code would require 
his company to issue a special policy 

for New York State. 

D. B. Swain, Massachusetts Protective, 
spoke at length against making non- 
cancellable policies incontestable and also 
against a thirty-day grace period as ap- 
plied to this class of policies. He said 
that these provisions were characteristic 
of life insurance but had no application 
to non-cancel contracts. Professor Ed- 
win W. Patterson said that those provi- 
sions were inserted because non-cancell- 
able accident and health was the only 
class of business not subject to any reg- 
ulations in this respect. He felt that 
there should be some limitations on the 
defense. The statute of limitations does 
not set any limits for defense, only for 
cause of action. A fire insurance policy 
is not voided by non-payment of pre- 
mium and life insurance policies are in- 
contestable after a period but non-can- 
cellable accident and health is without 
any similar restriction. 








W. W. BERRY MADE PRESIDENT 





Mass. Bonding Manager Heads Phila- 
delphia Surety Association; Annual 
Dinner Best Attended to Date 

At the annual dinner meeting of the 
Surety Underwriters Association of Phil- 
adelphia, held at the Penn Athletic Club, 
W. W. Berry was elected president to 
serve for the ensuing year. Mr. Berry, 
who is Philadelphia manager of the 
Massachusetts Bonding & Insurance Co., 
succeeds Thomas U. Schock, manager 
of the local office of the National Surety 
Corp., and who is now vice-president in 
the new administration. 

The banquet committee headed by John 
Bauernschmidt of the Maryland Casualty 
and assisted by Fred Moore of the Hart- 
ford Accident, Harry Ferrell of the 
Home Indemnity and R. T. Schaller of 
the National Surety, were amply re- 
warded for their preparatory work in 
arranging details for the affair, as the 
attendance of 110 members is a record 
for the association. 

Mr. Berry, who joined the Massachu- 
setts Bonding in 1931 came from Roches- 
ter twenty-one years ago as a special 
agent for the Travelers. He then went 
with the Indemnity Insurance Co. of 
North America and the Globe Indemnity, 
of which he was manager of the Phila- 
delphia office. Recently Mr. Berry had 
been instrumental in interesting Pennsyl- 
vania State College in providing corre- 
spondence and extension school facilities 
to meet the new educational require 
ments promulgated by the State Insur- 
ance Department as a pre-requisite to 
taking the agents’ license examination. 





INCREASE IN DRUNKEN DRIVERS 

Out of 272 licenses to operate a motor 
vehicle in New York State revoked by 
Commissioner of Motor Vehicies Charles 
\. Harnett during the two weeks ended 
October 30, no less than 138 or 50.8% 
were for driving while intoxicated. Dur- 
ing the same period there were 495 sus- 
pensions pending further investigation 
Of these cases 255 will require proof of 
financial responsibility before applica- 
tions for new licenses will be considered 





TAKE OVER AUTO MUTUAL IND. 

The Auto Mutual Indemnitv of New 
York has been taken over for rehabili- 
tation by the New York Insurance De- 
partment with approval of its directors 
following a period of financial difficulty. 
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* GREAT PIONEERS 


AMERICAN LIABILITY INSURANCE 
_e 


No. 12—The Late Oscar Ising 


U. S. GENERAL MANAGER 
OCEAN ACCIDENT & GUARANTEE 





Oscar Ising was born (1855) in a small 
village in the Province of Westphalia, 
Germany, the son of a brush manufac- 
turer. He was tutored at home when 
young and then sent to Jesuit College 
at Munster, Westphalia. When 15, not 
caring to join his father in the brush 
business, he came to the United States. 
The only friend of the Ising family in 
this country was a Mr. Lagowitz, who 
conducted a trunk and leather goods fac- 
tory in Newark, N. J., under the firm 
name of J. Lagowitz & Co Young 
Ising applied to Mr. Lagowitz for em- 
ployment. Mr. Lagowitz set the boy 
to work in his factory and took him into 
his home to live. 

Oscar worked in the factory about ten 
years—until he had acquired a thorough 
knowledge of the business. Then he set 
up for himself a leather goods estab- 
lishment. Three years later Mr. Lago- 
witz died suddenly. There being no son 
in the family, Mrs. Lagowitz begged Mr. 
Ising to run the business until it could 
be sold without loss. Appreciating the 
kindness shown him by the Lagowitz 
family when he first came to the United 
States, Mr. Ising sold his own business 
and for five years conducted the Lago- 
witz business. Then he sold it on ad- 
vantageous terms for the widow. 

Made Credit Insurance Study 

At about this time a group of Newark 
business men talked with him about 
forming a company to write credit in- 
surance. He made an intensive study of 
the problem and finally decided that 
such a company could earn dividends for 
its stockholders, with the result that the 
United States Credit System Co. began 
business on November 90, 1888, at 20-24 
Clinton Street, Newark, with Mr. Ising 
as manager, 

The company did not prosper, but it 
continued in business for several years, 
and Mr. Ising learned what to avoid in 
writing credit insurance. 

Along about 1894 Richard W. Paull 
of the London office of the Ocean Acci- 
dent was in this country investigating 
the prospects for establishing a branch 
office here. He met Mr. Ising and took 
a great fancy to him. Mr. Paull re- 
turned to London and told the directors 
of his company about Mr. Ising, where- 
upon the directors asked him to visit 
London. This he did. Then several 
directors of the Ocean came to this 
country, and while here closed a con- 





Aathete W. Siesta 


The career of the late Arthur W. 
Masters, United States manager, Lon- 
don Guarantee & Accident, will be 
reviewed in next week’s issue by 
Edson S. Lott, who has previously 
written about Theodore E. Gaty. 
| George M. Endicott, C. P. Ellerbe, 
| S. C. Dunham, F. Highlands Burns, 
Louis F. Butler, Morgan G. Bulkeley, 
John R. Bland, James G. Batterson, 
Kimball C. Atwood and Samuel Ap- 
pleton. 
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tract with Mr, Ising to act as United 
States general manager for the Ocean 
\t first the corporation wrote only credit 
insurance. 

Opened Ocean’s First Office Here in 1895 

On August 23, 1895, General Manager 
Ising opened the United States office of 
the Ocean at 621 Broadway, New York 
City—one 20 x 20 room. The follow 
ing day he personally sold to John An- 
derson & Co., 43 Leonard Street, New 
York, a $10,000 credit insurance contract 
and collected the premium of $500. This 
was the first step toward making Mr. 
Ising the first underwriter and the Ocean 
Accident the first corporation to make 
an unqualified success of credit insur- 
ance in the United States 

In 1898 Mr. Ising decided to write all 
casualty lines, and moved his office to 
346 Broadway, occupying three rooms. 
The business quickly expanded and the 
same year the office was enlarged until 
it took in 5,000 square feet. In 1904 
the office was moved to 350 Broadway 
and enlarged to 8,000 square feet. An- 
other move in 1909, to 59 John Street, 
called for 19,000 square feet of office 
space. This space was soon too small 
and additional room was obtained in an 
adjoining building, and from time to time 
still more room was acquired. All of 
which shows the rapid growth of the 
corporation’s United States business. 

Mr. Ising requested to be_ relieved 
from further managerial duties and re- 
tired as United States general manager 
on January 1, 1914; consenting, however, 
to act as chairman of the United States 
board of trustees. 

Mr. Ising was of small stature, with 
a most pleasing countenance which in- 
vited confidence; he was gentle, refined 
and modest; at our meetings he seldom 
or never spoke, but he was a splendid 
listener and exceedingly quick to grasp 
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Air Travel Insurance 
Issued on Trip Basis 


RATE 25 CENTS FOUR HOURS 


T. E. Braniff, Oklahoma City, Interests 

Associated Aviation Underwriters 

In Giving Cover 

\rrangements have been made by the 
Associated Aviation Underwriters by 
which air travel insurance will be issued 
at the same rates per trip as are now 
available at railroad and steamship ticket 
offices. Although all policies will be is- 
sued in the Fidelity & Casualty Co., 
New York, the other companies of the 
Associated Aviation Underwriters par- 
ticipating are Fireman’s Fund Indemnity, 
(lens Falls Indemnity and United States 
Guarantee. 

President Bernard M. Culver, Fidelity 
& Casualty, said this week in reference 
to this decision: “Insurance must keep 
apace with progress. There has been a 
demand for such insurance from the 
flying public for a long time and after 
careful investigation we have found it 
possible to offer air travelers trip acci- 
dent protection at the same rate that 
railroad and steamship companies charge 
for accident policies sold over their lines. 
This should impress upon that portion 
of the public who still consider flying a 
dangerous mode of travel, that from an 
acturial standpoint the insurance com- 
panies consider such insurance an ac- 
ceptable risk The air travel policy 
covers only passengers traveling in the 
planes of the established air lines of the 
Air Transport Association, and operating 
under the rigid supervision of not only 
their own organizations but our insur- 
ance inspectors and underwriters as 
well.” 

Details of the Policy 

The premium rate for the new air trip 
policy will be twenty-five cents for each 
four hours of schedule flying time. The 
cost for a trip between New York and 
Chicago, for instance, will be 25 cents 
and the rate for any transcontinental 


— =————= 
trip will not exceed $1. Premium rat 
25 cents for each four hours will 
based on the scheduled flying time of 
trip and the hours need not be cons : 
tive, that is, a trip which is interrupae 
by a delay or stop-over will bear ay 
computed on the basis of scheduled fy. 
ing time and not on the basis of elapse 
time from the origin of the trip, 

Another feature of the Policy is th 
it covers policyholders in trains a 
steamships between given points and on 
automobiles arranged for by the air lines 
to and from airports. The coverage of 
the policy is (a) in case of death of the 
insured $5,000; (b) loss of both hands 
or both feet or sight of both eyes $5,000: 
(c) loss of one hand and one foot OF One 
hand and the sight of one eye, or one 
foot and the sight of one eye, $5,000: 
(d) loss of one hand or one foot or the 
sight of one eye $2,500, 

Thomas E. Braniff, president, Branift 
\irways, Inc., and head of a large jp. 
surance agency in Oklahoma City, was 
instrumental in providing the aforenamed 
insurance companies with an air trip 
policy which they felt would provide in- 
expensive and convenient insurance for 
travelers over the airways of the Air 
Transport Association members. With 
the aid of Dan Scarritt, underwriting 
manager, Associated Aviation Underwrit- 
ers, he succeeded in developing this pro- 
tection. It is regarded as another mile 
stone in the history of aviation. 


MULLER A. & H. BREAKFAST 

L. D. Muller, accident and health gen- 
eral agent in New York, staged a break- 
fast meeting Tuesday at Barbieri’s 
Restaurant on William Street for leading 
broker contestants in a football produe- 
tion contest he is running. J. A. Ro- 
frano, 111 John Street, was presented 
with a prize for his good work to date. 
The Muller Agency, nearing its fifth an- 
niversary, shows a big increase in pre- 
miums for the year to date. 

The Pennsylvania Casualty has been 
admitted to Virginia to write general 
casualty lines. 








LUMBERMEN’S VOLUME HIGH 


Chicago Company Reports 19% Increase 
In Premiums at Celebration Of 
Twenty-fifth Year 
Coincident with the celebration of its 
twenty-fifth anniversary November 19, 
Lumbermen’s Mutual Casualty reported 
through its president, James S. Kemper, 
that premium income for the first nine 
months this year was the largest in the 

company’s history. 

President Kemper told at the anni- 
versary banquet held at the Casino Club 
that premium collections amounted to 
$20,922,351, which is an increase of 19.3% 
over the same period last year. He said 
that he expects the present business re- 
cession to have an effect on the volume 
for November and December, and ex- 
pressed the belief that business would 
resume its stride toward recovery after 
the first of the year. 

Speaking also at the banquet were 
Merle Thorpe, editor Nation’s Business, 
and Ernest Palmer, director of insur- 
ance for Illinois. Forty representatives 
of the company who qualified for pro- 
ducer memberships in the special quota 
drive held during July, August and Sep- 
tember were the special guests of the 
company. They were given a dinner at 
the Edgewater Beach Hotel Thursday 
evening. 


the truth in any debate. I should say 
that inherent honesty motivated his 
every act. He was skilled in financial 
operations; seemed to have a gift as a 
financier. A large part of the Ocean’s 
success in this country during his man- 
agement came from its fortunate invest- 
ments. Mr. Ising gained a great reputa- 
tion as a credit insurance underwriter. 
In his day he was recognized as a lead- 
ing authority on that line. 

He died in 1924 while on a 
California. 


visit to 


Botein Report 
(Continued from Page 32) 


teeing a prompt fixed recovery with cer- 
tainty of payment and _ elimination of 
high attorney’s fees, and the delay and 
expense of a protracted trial. The lia- 
bility of defendants would thus be 
limited and investigation and_ litigation 
costs greatly reduced. The runner, in 
his chasing capacity, would be virtually 
eliminated and court calendars reduced 
to a minimum by the diverting of most 
of the tort cases. However, I do not 
believe that this change would result in 
a diminution of the ratio of fraud.” 

While considerable criticism is made 
of present practices respecting contin 
gent retainers Mr. Botein says he be- 
lieves that the contingent fee should not 
be prohibited. He adds: 

“A small bureau should be set up ™ 
the Appellate Division, First Department 
The person in charge should analyze, 
from day to day, the statements of re- 
tainer filed, and cooperate with the Bat 
Association, the district attorney and 
other agencies in coping with any dan- 
gerous trends which he might discover. 
Under the present system the state 
ments are merely filed and only when 
the number becomes alarmingly large 
action periodically taken.” 


HERBERT C. CLARK DEAD 

Herbert C. Clark, head of the title 
and mortgage bureau, New York In- 
surance Department, died November 17 
at West New Brighton, Staten Islan¢ 
age 56. Mr. Clark, who joined the de- 
partment in 1909 as an examiner, ha 
also conducted an insurance accounting 
course at Columbia University and let 
tured at the College of the City of New 
York and before the classes of the In- 
surance Society of New York, Inc, of 
which he was a member. 
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ACCIDENT AND CASUALTY INSURANCE COMPANY 
OF WINTERTHUR, SWITZERLAND 


111 JOHN STREET 
NEW YORK 


United States Branch 


Statement December 31, 1936 


ASSETS 
U.S. Treasury Bonds . 2. 1 6 « «© © « «© $1,618,037.96 
Other Bonds 2. « +s 0 0 6 eo oe ol hel el lo «(1,826,38652 
a ee ee a ee ee a a a 144,581.00 





pe a ee 23,718.47 
Cash in Office and Banks . 2. . «6 «© «© © « 124,993.03 
$3,037,714.98 

LIABILITIES 


Voluntary Contingency Reserve . . . « « + $ 537,714.98 
Statutory Deposit, New York 850,000.00 
Net Surplus above Deposit . . 1,650,000.00 
Surplus to Policy Holders . .«. « «© © « « 2,500,000.00 


$3,037,714.98 








Bonds and Stocks owned are valued in accordance with the requirements of the 
New York State Insurance Department and the National Convention of Insurance 
Commissioners. 


NEAL BASSETT 
United States Manager ‘ 
111 JOHN STREET, NEW YORK 
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On the Production “Firing Line” 








Opinion Public Holds 
Of Service By Agents 


ITS WORTH TO POLICYHOLDERS 


E. M. Allen Says Customers Will 
Readily Cast Off What They Know 
Not Real Value Of 


Executive Vice-President Edward M. 
Allen, National Surety Corp., told the 
Illinois Association of Insurance Agents 
at Rockford November 17 that some of 
the larger non-agency mutuals are in- 
ducing people to buy mutual policies 
“without agency service.” ‘This brings 
right out in the open the question wheth- 
er agency service is worth paying for, 
said Mr. Allen, who continued in part. 
“One of the suggestions made at the 
Dallas meeting ot the Nationa! Associa- 
tion of Insurance Agents was that casu- 
alty and surety companies establish a 
business development office similar to 
that now maintained by fire companies 
and agents that may or may not have 
merit. The present office in New York is 
doing all that can be done in furnishing 
Statistics and informative data concern- 
ing mutual and stock company methods. 

“It is my own firm opinion that co- 
operative efforts must be made by stock 
companies and stock company agents 
along an entirely new line. ‘oo long 
have we maintained a strict line of de- 
marcation between the status of the in- 
surance company and that of the insur- 
ance agent. Under the present plan of 
operating through agents, there is a 
very definite family relationship that 
cannot be denied and that must be main- 
tained intact to preserve the interest 
both of companies and agents. 

For a Good-Will Campaign 

“If any joint venture between compa- 
nies and agents is to be considered now 
or hereafter, should it not be a well 
thought-out campaign to establish good- 
will in the eyes of the public; good-will 
for both companies and agents’ Argu- 
ments offsetting mutual competition will 
be of no avail if customers are ignorant 
of the true value of the daily service 
available through local agents. 

“Speaking frankly, neither organized 
agents nor association companies have 
attempted collectively or otherwise to 
spread the gospel truth that agency 
service is essential and in the interest 
of the insuring public. After more than 
forty years your National Association at 
Dallas provided for a joint advertising 
campaign which should have the effect 
of building up a public relations de- 
partment. I know of no other issue as 
unportant to your national and local 
associations, Just how a public rela- 
tions department can be operated on a 
joint basis I do not know, but certainly 
the cooperative efforts of agents and 
companies could be used to the best of 
advantage under such a plan. 

“You and I know that a mail order 
non-agency mutual cannot supply, and 
makes no effort to supply, the constant 
daily service of a local agent. Every 
city of importance should have a local 
insurance board. The public has an in- 
terest in the activities of the local board 
and should be kept informed of what is 
going on, If the public is to be in- 
formed of the advantage of agency serv- 
ice, it cannot be done from New York; 
it cannot be done by your National As- 
sociation or company organizations. It 
will have to be done through the com- 
bined, concentrated efforts of local in- 
surance agents through their local in- 
surance boards and state associations. 

Agent’s Right to Voice 

“Most of you have read Vincent 
Cullen’s article on the American Agency 
System. He stressed the interest agents 
have in the four principal factors enter- 
ing into the make-up of the premium 
dollar, namely—commissions, taxes, home 


47 NEW MEMBERS 


New York A.&H. Club Holds 2nd Fall 
Dinner Meet; Dr. A. Herzog Speaker; 
Christmas Party Dec. 16 

The New York Accident & Health 
Club, whose membership is the largest 
in the country, held its second Fall 
meeting November 18 at the Hotel 
George Washington, N. Y., with Dr. A. 
Herzog, on the “T.B.” staff of the Monte- 
fiore Home & Hospital, as the guest 
speaker. Hugo Henn, Indemnity Insur- 
ance Co. of North America, club presi- 
dent, presided and the membership com- 
mittee reported forty-seven new mem- 
bers. This was hailed as an unprece- 
dented record. 

Plans for the fifth annual Christmas 
party, to be held December 16 at Hotel 
McAlpin, were announced and the fol- 
lowing committee named: Julius L. Uli- 
man, arrangements; Francis C. Curran, 
entertainment; Fred G. Burgoyne, at- 
tendance; Edward H. O’Connor and 
Joseph M. Ryan, reception; Leslie W. 
Winslow and John F, Lydon, refresh- 
ments; Edwin V. DeMoya, Harry j. 
Muiler and Erving Bradley, publicity. 

In his illustrated talk Dr. Herzog fea- 
tured tuberculosis, its course, appearance 
in the lung, up-to-date therapy and the 
relationship of T.B. to A.&H. underwrit- 
ing. Keen interest was manifested and 
Dr. Herzog had a busy time answering 
questions following his formal remarks. 


INSURANCE FOR TRAVELERS 


Western Mutual Travel Aid Society 
of British Columbia was incorporated 
October 26 to make provision for its 
subscribers against death from acciden- 
tal or natural causes, or total or per- 
manent disability arising out of an ac- 
cident while the member is a fare pay- 
ing passenger in a public vehicle. The 
limit of liability is $300, 


JOHN KENT KANE DEAD 

John Kent Kane, Philadelphia lawyer, 
died November 14 of a heart ailment, 
age 64. Until three years ago he was 
director and manager of the Philadel- 
phia office of the United States F.&G. 
from which position he retired to re- 
sume practice of law. 











office overhead, and profit. The agent 
has a heavy investment in the insurance 
business. He is entitled to conserve 
that investment and to protect it to the 
utmost of his ability. He has every right 
to discuss the commission question with 
his companies and he has no reason 
to think that companies will deprive him 
of that right. In the same manner the 
agent, being at the moment an indis- 
pensable branch of stock insurance, 
should be consulted on every subject of 
mutual interest. 

“The agents who now represent stock, 
mutual and cut rate companies are un- 
dermining their own business, it’s true, 
but if companies and agents were oper- 
ating under a plan designed for mutual 
protection, local agents would not be 
permitted to continue that practice. 

What Public Wants 

“As far as the non-agency mutual is 
concerned, you must ask yourselves 
‘What does your Public Want?’ As a 
local agent are you important to your 
community and are your fellow agents of 
relative importance? Does agency serv- 
ice mean anything to the banks, the busi- 
ness houses, the churches and the chari- 
table organizations of your community? 
Does the public want to eliminate you 
as a factor and take on mail order in- 
surance with the full knowledge that 
when the expert service you can render 
is needed, it will not be available? If 
your public is in that frame of mind, 
then you have been lacking in many 
respects as no one better than you can 
convince the public of the real intrinsic 
value of the service you render.” 


Actuaries Discuss Investments Problep 
(Continued from Page 33) 4 


and the of European 
economics. 

The business recession, one speaker 
said, was generally thought as likely to 
be of short duration, provided the bad 
psychology created by the Federal Gov- 
ernment could be replaced by policies 
designed to ensure confidence as to the 
purposes of the Government toward busi- 
ness. On the one hand, prices are go- 
ing down, and business concerns are 
threatened with large inventory losses, 
this being aggravated by what is prac- 
tically a buyers’ strike. Labor costs are 
high and inflexible, purchasing power re- 
duced as a result. On the other hand, 
retail sales are holding up well; farm 
income is high; the building industry 
and the heavy industries are not over 
extended; commodity prices seem near- 
ing a level; and there seem no heavy 
speculative accounts to liquidate. 

A recovery is therefore possible, pro- 
vided the Government gives suitable as- 
sistance in the form of assurance as to 
policy and relief in taxation and other 
burdens now hampering industry. 

Credit inflation was indicated as pos- 
sible but as probably less possible than 
some time ago. Currency inflation is not 
necessary provided the Federal budget 
can be brought into balance. As to war, 
there is always a possibility, it was felt, 
“as European economics are an element 
not predictable with much more cer- 
tainty than our own.” 

Menace of Currency Inflation _ 

It was pointed out that currency in- 
flation was a serious menace to the casu- 
alty business, mainly on account of their 
third party business. Compensation loss 
reserves contain estimates not merely for 
future indemnity payments but future 
medical expenses; and while reduction in 
dollar values would not increase the 
amount of future indemnity payments, 
it would increase the amount necessary 
to meet medical expenses. Liability loss 
reserves contain estimates of claims in 
litigation, and it might reasonably be ex- 
pected that reduction in dollar values 
would entail increases in settlements and 
perhaps in verdicts as well. In common 
with all companies,they would sufter by 
reason of increased costs of operations. 

The opinion was expressed that no 
change of investment policy would give 
protection against currency inflation, the 
chances being that real estate and stocks 
would suffer about equally with bonds. 
Suggestions made as to investment poli- 
cies were: 

1. That a company should always realize that 
it is in the insurance business and invest only 
in sound assets. 

2. That it give a sound preference to securi- 
ties whose return is not affected by cyclical 
changes in business conditions. 

3. That it keep close watch on its securities 
whose income depends in any way upon earnings. 

4. That it give preference to securities of 
companies least affected by economic cycles. 

5. That it examine the contents of its port- 
folio carefully from the standpoint of quality; 
i. e., soundness of financial situation; soundness 
in management, and the degree to which the 
operations or its products are essential. 

6. That it examine the contents of its port- 
folio with regard to the hazards of war, can- 
vassing which securities will be most seriously 
affected thereby, whether in point of depression 
or whether in point of increased profits. 

Casualty Portfolios Appear Sound 

It was stated, and with some emphasis, 
that the present portfolios of casualty 
companies appeared eminently sound. 
Analysis of the invested funds of six- 
teen casualty companies showed, bonds 
65%, preferred stock 12%, common stock 
23%. Of the bonds, over half were gov- 
ernment bonds. 

The consensus as to the provisions of 
the pending New York code was that 
it was not likely to necessitate any great 
changes in the investments of casualty 
companies. The opinion was voiced, 
however, that the casualty companies 
might, like the life companies and the 
saving banks, be forced by the restric- 
tions into the mortgage field because of 
limitations in the available issues of 


repercussions 


high grade securities. In this case) 
would have to enter the morte: 
to a substantial degree. One 
intimated a doubt as to the desi 
of this course, because of the exten 
which mortgages were affected by ¢ 
cal eonomic changes, not to men 
their very low liquidity. 

It was thought that the code 
not necessitate much change in the hj 
ness as a whole with regard to com 
mon stock holdings, the amount , 
held being less than the compa 
surplus. aa 

The code was criticized as not map 
definite provision for carrying bond 
casualty companies at amortized 
also for the failure to provide that cag 
and agents’ balances not over ninety day 
old ought to be considered as proper ip 
vestments of reserves. An argument way 
made in favor of the system of average 
values for determining the values of 
stocks for annual statement purposes, 

Before the meeting adjourned two for 
mal discussions of papers read at th 
preceding meeting were presented: q 
discussion by S. Bruce Black, president 
Liberty Mutual, of the paper by JJ] 
Magrath, Chubb & Son, on the “Rette 
spective Rating Plan and the Supple 
mentary Rating Plan”, and a discus 
sion by Professor S. B. Ackerman @f 
the paper by Clarence W. Hobbs 6 
“Federal Jurisdiction and the Com 
sation Act”. 
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items, checks or drafts, punch cards, 





etc. ). 3 : 
(b) "7 of premiums (written @ 


(c) Sean of paid losses. Bi 

Since as a general rule salary costs 
the predominant element of department 
expense and most other items such 
traveling expense, rents, etc., are Cid 
correlated to salary, it is assumed @ 
unallocated department expense oth 
than salary may be distributed equitall 
to line in the same proportions as & 
and this theory has been consiste 
followed. In other words, salary is 
basic element of department expense 
the methods and formulae stated are 
plied to the distribution of salary, # 
some instances salaries are distri 
on the basis of individuals, in others 
groups or in toto. 

Assignment of Salary Expense 
Assignment of salary expense to @ 
gle line of insurance is made whereve 
practicable and the use of premium 10 
mulae avoided so far as possible, but not 

entirely. In the Casualty Actuarial 
partment 24% of total salary cost 1s as- 
signed directly to individual lines. Pre- 
mium formulae are used to a limited & 
tent. In one rather large division of 
department no part of the salary & 
pense is distributed on a premium Dés® 
The paper also contains a compa 
of the percentage distributions of 
total casualty administration expenses BY 
the methods followed and those w 
would have been obtained by dividing 
expenses on the basis of written Di 
miums. a 
In conclusion, the authors appre 
that expense allocation to line 1s not 
never will become an exact science. 
believe, however, that it can be develope 
to a point which will insure substantial 
equity as between lines of insw 
It is their hope that the paper will pi 
mote interesting and valuable discussio! 
and encourage further efforts, 
larly along the lines of such more 0 
vanced features of expense distri 
as expense by size of risk and by § ’ 





HARRY E. HILL DEAD 
Harry E. Hill, Chicago branch mam 
ger Great American Indemnity, 
suddenly November 19, age 59, be 
going to Chicago Mr. Hill was @ 
insurance business in Denver, B€ 
survived by his widow, a son, his ms 
and a sister. 
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